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Ask anybody in Norwalk, O., and the 
of that thriving town of 8,211 


vicin ty 

people if they know Harold S. Bowen 
and the answer will be a prompt “Yes, 
he’s the most progressive insurance 


agent in these parts.” In the homes, 
schools, public buildings, business and 
manufacturing concerns in his section 
of Ohio there are constant evidences of 
Bowen's progressiveness. He’s not only 
an excellent insurance man but he has 
a fine sense of the value of advertising 
and direct mail, blended with what he 
describes as his concurrent insurance 
advertising plan. He explains: “The 
plan is to coordinate my trade-mark 
‘Protection’ in every form of advertis- 
ing and publicity that we use so that 
‘Protection’ has come to stand for the 
3owen Company itself. Every bulletin, 
calendar, blotter, envelope, letterhead, 
etc, bears the trade-mark (illustrated 
on this page) in one or two colors.” 

Big Dividends From Direct Mail 


\ study of Harold S. Bowen’s methods 
as an advertising-minded insurance man 
is helpful in this wartime period when 
agents are so hard pressed by reason 
of personnel shortages that they find 
difficulty in making contacts for new 
business. He has been a user of direct 
mail for the past twenty years and it has 
paid him big dividends. In 1942 the 

sowen Company wrote more than $300,- 
(0) in premiums and that’s an outstand- 
ing production in a town of only 8,211. 

Through the medium of the Bowen 
Bulletin, an excellent multigraphed job, 
printed in red, white and blue, automo- 
bile owners of Norwalk and vicinity are 
advised on automobile and personal ac- 
cident insurance developments. 

Over the past three years Mr. Bowen 
has written about 150 new automobile 
risks each year and 95% of these new 
policyholders, he emphasizes, have placed 
the business over the counter without 
direct solicitation. He maintains: “Our 
advertising plan and direct mail have 
done the trick, and they are the most 
reliable partners an insurance agent can 
have. This is particularly true today 
with gasoline and car driving curtailed, 
and with everybody so busy with war 
bond drives and work in the war effort.” 

‘hus, Mr. Bowen declares his advertis- 
inv to be more valuable now than ever 

he predicts that the new business 

is agency will continue to come in 


con after he gets into the U. S. Army. 


{ 


brings up an interesting point: 
some months he has been itching 
et into the armed forces and his 
ication for a commission has recent- 
een forwarded to Washington, D. C. 
may be called at any time—and in 
case he is going to put his agency 
ertising to a severe test. Hopefully, 
Bowen believes it will hold up the 
idence in his agency while he is in 
_ Service and that his four office girls 
carry on during that time. 
in fact,” he says, “if I had not de- 
oped direct mail advertising I do not 
eve I would feel safe in getting into 
Army at this time. My girls, how- 


Wide-awake Advertising Has Brought /ame 
S. Bowen of Norwalk, QO, 


S. BOWEN 


HAROLD 


ever, know how to turn it out and our 
office will be able to continue a barrage 
of good will to our policyholders that I 
know will keep them in line—and with 
the Bowen Company while I am away.” 


Holds a Private Pilot’s License 


Because of his keen desire to partici- 
pate in the war effort Mr. Bowen took 
up flying about a year ago and received 
his private pilot’s license just before 
his forty-seventh birthday. He is now 
adjutant of Civil Air Patrol Squadron 
515-4, located at Hinde Airport, San- 
dusky, O. In addition he is secretary 
of the Norwalk Kiwanis Club, the local 
chamber of commerce, the Norwalk War 
Chest: also secretary-treasurer of the 
Norwalk Defense Council, local chairman 
of the sale of E War Bonds, chairman 
of the local Community Chest and clerk 
of the vestry of St. Paul’s Church. Also, 
he finds time to be an active member 
of the state highway patrol auxiliary. 

Mr. Bowen is married and has two 
children, Barbara and Stephen who, with 
Mrs. Bowen, make home life enjoyable 
for this busy man. 


40th Anniversary for His Agency 


This year the Bowen Company is ob- 
serving its fortieth anniversary and next 
year Harold S. Bowen will reach his 
twenty-fifth year in the business which 
was started by his father, the late A. B. 
Bowen, in 1903. From 1919 when he was 
discharged from the Army, until 1927, 
the year of his father’s death. the Bow- 
ens worked together in building the or- 
ganization. Since 1927, however, he has 
had no partners nor solicitors, but is 
mighty proud of his four office girls. 
He furnishes the driving force and the 
creative ideas which make Bowen Pro- 
tection so distinctive and they put them 
into action. 

Principal company in the office is the 
Travelers, half of his premium volume 
being paid into that company, and that 
company is very proud of his record. 
Bowen’s clientele extends over half of 
the counties of Ohio. For a large truck 
line, one of his biggest accounts, he is 











Features of This Edition 


The casualty and surety industry had one of its greatest production 
years in 1942 and this result is strikingly reflected in the experience exhibits 
for both stock and mutual carriers which cover many pages of this edition. 
It is a significant story of one year’s work in a wartime crisis, and represents 
a statistical record that is a valuable guidepost to the future. As in previous 
years, the volume of business done in New York State is featured, line by 
line, and these totals are a helpful guide to production chiefs anxious to 
analyze results. 

Behind the story of the production results is the drama of a great in- 
dustry making an all-out war effort, with the major roles being played by 
the men and women on the firing line. [*ittingly, this edition features an 
impressive symposium of “Insurance Women on the Production Firing Line” 
and the human interest stories unfolded about them is proof that the firing 
line is not the exclusive province of men. Some of the past year’s best 
performances by individual producers are also given, notably that of Harold 
S. Bowen of Norwalk, Ohio, a town of 8,211 population, whose success in 
writing $300,000 in premiums last year is largely due to his skill at adver- 
tising and direct mail. 

The insurance advertising picture, generally, is presented in a sympo- 
sium of opinion from company advertising managers. That they are doing 
a constructive job under trying conditions is indicated by the quality of 
their sales material. Tied in with actual insurance sales work is a thorough- 
going survey of customer opinion on fire, automobile and casualty insurance, 
recently completed by Curtis Publishing Co., and the first detailed story of 
the results is given in this issue. [*inally, individual lines of casualty insur- 
ance are given the spotlight, two in particular being “A. & H. Selling in 
Wartime” and the views of a metropolitan New York broker on over-the- 
road motor carrier insurance in wartime. Another broker writes interest- 
ingly on the effective use of the telephone interview as an aid in making 
contacts and closing sales. 

WaALLace L. CLapp, 
Casualty-Surety Editor. 





ples of material used by his agency over 


now doing all of the advertising and 
the years. It makes an impressive dis 


publicity, maintaining a direct mail con- 
tact for this company to 8,000 shippers 
in the Mid-West. Having proven to 
his own satisfaction that insurance can 
be sold by mail—with the personal fol- 
low-up of course—he is now experiment- 
ing with a direct mail idea to sell “safe- 
ty” by mail to the many truck drivers 
of his client. Short, snappy messages, 
tied in with the nation’s war effort, are 
mailed to them every two weeks. The 
objective is to prevent the preventable 
accident. Each letter is signed by the 
president of the company, and the punch 
lines in the first letter that went out 
read as follows: 

“Every careless accident damaging a 
truck or tire—or delaying a hot load 
of war materials—is one for the enemy. 
Help win this war by driving safely every 


” 


minute you are on the road! 
His Portfolio of Direct Mail Material 


Mr. Bowen is at his best when talking 
about his direct mail work—the part it 
plays in his concurrent insurance adver- 
tising plan. He opens every advertis- 
ing letter and circular that comes over 
his desk and regrets to say that 75% 
of it is ineffective. Therefore, he urges 
that insurance agents interested in build- 


Pyfeua za (@),| 





Bowen’s Trade-Mark 


play. First, there is a sample of the 
agency bulletin letter which is a typic: 4 
type of direct mail to automobile and . 

& H. prospects. Next is the teat 
sheet calendar of the Bowen Company 
which is sent to 2,000 homes in Norwalk 
with instructions to hang it in the kitch- 


ing a successful agency should give more én. P rominently featuring the “Protec- 
attention today to direct mail and ad- tion” trade-mark—as does all his other 
vertising than ever before. Furthermore, material—he feels that the entire family 
they should not be satisfied with spas- is eased into thinking about him and 

He showed insurance protection every day in the 


modic, half-way methods. 


the writer his portfolio containing sam- (Continued on Page 29) 
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As we contemplate with satisfaction our twenty years of 


steadily expanding business, we are mindful of the fact that we owe most 


of our growth to the friendly cooperation of our Brokers. This cooperation, 


in turn, is fostered by the readiness of the Companies we represent to under- 


stand and appreciate the Broker’s point of view. 


We acknowledge our debt to both—with gratitude. 


FIRE: Sun Insurance Office, Ltd. 


Palatine Insurance Co., Ltd. 
CASUALTY: Sun Indemnity Company of N. Y. 


AUTOMOBILE: Sun Insurance Office, Ltd. 
Northern Insurance Company of N. Y. 


INLAND and Sun Underwriters Insurance Company 
OCEAN MARINE: Equitable Fire & Marine Insurance Co. 


First American Fire Insurance Company 
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Curtis Survey Reports Customer Opinions 


Personal Interviews with Heads of Families at Home Reveal Their True 
Feelings Toward Fire, Casualty and Auto Insurance; Attitude Toward 
Companies and Producers Also Given; Prefer to Do Business 


With Agents and Brokers 


By Fred Bremier, Division of Commercial Research 


The Curtis Publishing Co. Philadelphia 


Agents and brokers everywhere cannot fail to be interested in this com- 


plete, cross- section consumer 
insurance industry. 


survey 


levels—heads of families at their homes 
studied, will make your jobs as salesmen of insurance easier. 


of the fire, 
Personal interviews with men representing all income 


automobile and casualty 





revealed significant facts which, if 
There were 


2,374 completed interviews, each requiring about one-half hour to complete, 


and customers talked frankly on their insurance likes 


and dislikes. 


Significantly, consumer desire is keenest for fire insurance, then automo- 


bile bodily injury and personal accident and health insurance. 


Greater sales 


emphasis is needed on insurance of a personal liability nature, the survey 


indicates. 


the man who sold them their insurance. 


Customers can’t remember company names but they do remember 


Almost two-thirds of them said that 


the agent or broker is helpful at all times. 


‘red Bremier, who had charge of this survey, 


is one of the keenest 


commercial research experts on the Curtis staff. His recommendations, based 
on results of this survey, centered around the fact that the customer has much 


to learn about insurance coverages and companies. 
He urges: 
lead it, do not let it lead you.” 


product may need simplification. 
pate its wants; 


This survey had five principal objec- 
tives. These objectives were to learn 
from the customer his opinion of (1) 
The product and its functions or uses; 
(2) his feeling toward management and 
its policies; (3) the extent of his good 
will toward the industry; (4) his atti- 
tude toward selling procedure, and (5) 
the extent to which he feels he is pre- 
sold to the product or manifests cus- 
tomer acceptance. 

Men representing all 
were interviewed—from those of high 
income to the lowest. Interviews were 
distributed proportionately to each in- 
come level. As this survey is based on 
a complete cross section basis it repre- 
sents the first of its kind to be taken 
for the fire, auto and casualty insur- 
ance industry. 

Executives of some of the leading in- 
stirance companies assisted in the plan- 
ning. The work of interviewing in the 
field was under the personal supervision 


income levels 


and direction of home office represen- 


tatives of the Curtis division of com- 
research. Men, white only, 
he ads of families, were interviewed in 
the evening when home from work. 


Scope of Survey 


"he scope of the field work was lim- 
| to four sections east of the Mis- 
‘sIppi river representing New England, 
Middle Atlantic states, the South- 
ist, and the East North Central sec- 
: of these sections inter- 
ewing was conducted in one large, one 
dium size, and four small cities rang- 

from 5,000 to 20.000 nonulation. In- 


‘erviews were distributed in these four 


‘ctions in relation to the distribution 

population and, as indicated, the in- 
crviewing was restricted to the urban 
larket. The cities selected for the 
rvey represent the majority choice of 


'N€ cooperating company executives. 


Nomenclature of the 
“Learn the public’s needs ; antici- 
His article follows: 


The survey opinions are based on a 
total of 2,374 completed interviews. The 
interview, on the average, required about 
one-half hour and represents the com- 
posite opinions of a complete cross sec- 
tion of men customers in all income 
levels. 

At this time it is possible only to 
point out a few of the highlights re- 
sulting from the survey. For this rea- 
son it may be interesting to picture an 
important result from each of the sur- 
vey objectives. 


Customer Opinion of the Product 


The customer is most conscious of 
fire insurance on the house he owns. 
He is also aware of the importance of 
fire insurance on the contents of his 
home. Next in importance is the aware- 
ness of those with automobiles for the 
desirability of having bodilv injury in- 
surance. Consciousness of the need for 
personal accident and health insurance 
also appears to be on the increase. 

The customer’s least concern is for 
insurance of a personal liability nature, 
and he is not interested in buying burg- 
lary or personal floater insurance. He 
also indicates that he knows little about 
extended coverage. referring to it usu- 
ally as windstorm insurance. 

A majority of the men 
were unable to name the comnanv in 
which their insurance is carried. Onlv 
in the cage of those owning automo- 
biles were a bare majority able to name 
the company. Ability to name the com- 
pany was lowest on nersonal liabilitv 
tvpes of insurance. Usually the man 
interviewed said he did not know. How- 
ever, from 4 to 20% of those inter- 
viewed when requested to give the name 
of the company, in which they were in- 
sured, gave the name of their agent or 
broker. 


interviewed 


Risks Needing Insurance the Most 
When 


risks for which 


mention 
most im- 


specifically asked to 
insurance is 





portant, 80% of the men interviewed 
indicated or rated protection against fire 
in the home highest. Next to this was 
52% who said injury to other people by 
your car was an important hazard; 39% 
said damage to property of others by 
your car; 37% said personal accident; 
25% said fire and theft of your car; 
10% said windstorm; 8% said accident 
to others while on your property; 8% 
said burglary of your home. Here again 
the consciousness of fire and damage to 
others by your car, together with per- 
sonal accident, rate highest in the cus- 


tomer’s consciousness. Personal liabil- 
ity rates the lowest. 
The customer was asked what he 


thinks he might need to complete his 
protection. Answers to this question 
indicate that he is most conscious of 
the need for fire insurance on the con- 
tents of his home; then for personal 
accident insurance, and for automobile 
insurance with bodily injury and prop- 
erty damage rating the highest. Again, 
he is least conscious of needing per- 
sonal liability insurance. 

With the exception of fire insurance, 
therefore, it seems clear that the cus- 
tomer’s need for all other types and 
forms of insurance represents a splen- 
did selling opportunity. His acceptance 


of accident and health insurance has 
probably been fostered recently by 
workmen’s compensation group insur- 


ance where he works. Automobile in- 
surance, of course, is compulsory in 
Massachusetts where some of the inter- 
viewing was done and also is made 
necessary in other states with financial 
responsibility laws. 

Customer Opinion of Management 


When the customer was asked the 
question, “What one company stands 
out in your mind as a leader in fire in- 
surance ?” 57% of them said they didn’t 
know. Some few gave the name of 
their agent or broker and 39% men- 
tioned a company. A larger percentage 
were able to mention a leadership com- 
pany in the field of automobile insur- 
ance and a smaller per cent of those 
interviewed could mention a _ leading 
casualty company. 

But upon check-up the man _ inter- 
viewed was found not to be insured in 
the company he mentioned as standing 
out in his mind as a leader in fire in- 
surance: for 62% had their insurance 
in some other company. In the case 
of automobile insurance, 55% were cov- 
ered in some company other than the 
one mentioned as a leader. In casualty 
insurance 78% had their insurance in 
some other company. 

On the trend of premium costs, the 
largest percentage of the customers in- 
terviewed believe that on fire insurance 
they have remained the same. In the 
case, however, of automobile and cas- 
ualty insurance companies they cellae 
the trend of premium costs has been 
up. Even in the case of fire insurance 
companies more than a fourth of them 





likewise 
upward. 
Stock vs. Non-Stock Companies 


When asked to indicate a preference 
between mutual and stock organizations 
45% said they preferred mutual, 28% 
stock, and 27% had no preference. The 
men, however, who indicated a prefer- 
ence for mutual companies were found 
to have more of their insurance in 
stock companies than in mutual. Of 
the men interviewed who were able to 
mention the name of the company in 
which they carry insurance, twice as 
many had their insurance in companies 
identified as all stock as in companies 
identified as all mutual. 

Good Will Toward the Insurance 

Industry 

In general, the customer is favorable 
to all three divisions of the insurance 
industry—fire, automobile and casualty. 
In the case of fire insurance companies 
he is approximately 96% favorable. He 
is only slightly less favorable toward 
auto insurance companies to the extent 
of 93%, and the same toward casualty 
companies. 

The reasons for unfavorable feeling 
are primarily two: rates are too high and 
claim adjustments are unfair. The lat- 


believe the trend of costs is 


ter ranks first on auto and casualty 
companies. 
Customers were asked if they could 


mention any improvements or criticisms 
separately for fire, auto and casualty 
companies. Significantly, a substantial 
majority had no criticism. The largest 
per cent offering a criticism were seven- 
teen for auto companies, fourteen for 
fire, and ten for casualty. Here again 
the outstanding comment was “premiums 
should be reduced.” Several other prom- 
inent criticisms were as follows: “Poli- 
cies are too complicated—cannot be un- 
derstood”; “adiustments on claims not 
fair’; “rates should be related to de- 
gree of hazard,” and “agent should give 
more service—make check-up calls.” 
Customer Opinion on Selling Procedure 

Practically half of the customers in- 
terviewed reported having one agent, an 
additional 28% reported two, an addi- 
tional 18% reported three, and a few 
reported as many as seven or more. 
Customarily the men interviewed gave 
as a reason for having a _ particular 
agent that he was a friend or relative. 
Other reasons, substantially less in im- 
portance, were as follows: “Confidence 
in the agent”; “he was recommended”; 
“business reciprocity,” and “the agent 
represents a well known comnany.” 

Almost two-thirds of the men inter- 
viewed feel that the agent is helnful at 
times: more than one-fourth of them 
believe he is indispensable; but 10% felt 
that he was not necessary. 

In answer to the question, “What 
kinds of service has the agent provided 


except selling insurance or settling 
claims?” almost three-fourths answered 
“none.” Of those who did contribute 


(Continued on Page 35) 
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Country-wide Underwriting Results 


1938-42 of Companies Licensed 


In New York State 














STOCK COMPANIES 











Kine production performance of stock 
casualty and surety companies, exclusive 
in 1942 enabled 


them to break all records for premium 


of reinsurance carriers, 
volume in a single year’s business. Final 
results of the seventy-six stock compan- 
New York State and 
doing a country-wide business, point to 
net written premiums of $809,253,457, an 
increase of 10.6% over 1941. Aggregate 
earned premiums of $786,167,389 were a 
gain of 12.9% over the previous year. 
These outstanding totals are reported in 
the Casualty Experience Exhibit, re- 
leased this week by the National Bureau 
of Casualty & Surety Underwriters. 
They are based on experience filed by 


ies, licensed in 


Company 
Accident & Casualty of Winterthur... 


Aetna Casualty & Surety.............. 


ie re <n a 


Allstate Insurance 


American Automobile 


American Credit Indemnity ........... 


American Employers’ 


American Fidelity & Casualty......... 


the various carriers with the New York 


Insurance Department. 


Despite premium rate cuts and war- 
time restrictions on “driving as usual” 
the 1942 showing of both bureau and 
non-bureau stock carriers in the major 
line of auto liability was surprisingly 
In net premiums written there 
was a slight decrease but earned pre- 
miums showed an increase, $207,119,316, 
compared with $192,775,509 in 1941, 
derwriting gain (after Federal income 
taxes) in auto liability was 13.5% com- 


good. 


pared with 2.0% the previous year. 


A sizeable increase in workmen’s com- 
pensation writings is shown for the past 
reflecting the greatly accelerated 
industrial pace of the country due to 
wartime production. 
line 


year, 


miums in_ this 


Cal. 


Year 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 


1941 
1942 


Earned 
Premiums 


436,348 
976,705 
2,176,306 
3,007,823 
3,075,054 


$31,741,115 
33,450,619 
35,969,006 
42,954,754 
46,884,711 


14,263,139 
13,647,532 
14,704,912 
18,346,535 
24,069,332 


2,352,685 
2,711,728 
3,226,669 
4,218,449 
5,747,961 


13,437,759 
13,508,097 
13,455,942 
14,471,966 
14,126,627 


1,715,995 
1,716,703 
1,846,789 
2,069,209 


5,817,573 
6,026,100 
6,667,337 
8,851,841 
10,310,698 


3,385,051 
3,615,626 
3,811,058 
4,266,878 
4,308,737 


were 


Losses 
Incurred 


222,816 
632,064 
1,204,507 
1,744,347 
1,722,254 


$10,571,694 
11,992,610 
14,357,027 
18,043,391 
18,041,747 


6,981,429 
7,354,241 
9,562,379 
12,293,882 
17,637,712 


976,732 
1,070,249 
1,287,622 
1,664,327 
1,775,498 


5,113,295 
5,694,363 
6,237,301 
6,346,457 
4,183,207 


507,218 
437,081 
182,576 
183,623 


2,372,794 
2,916,865 
2,975,454 
4,433,205 
4,790,223 


1,909,771 
1,992,951 
2,180,762 
2,362,646 
2,406,081 


Total earned pre- 
$206,459,618 
compared with $162,383,878 in 1941. Much 


Un- 


of the total stock company gain in vol- 
ume was due to the workmen’s compen- 
sation increase. 

The accident and health line, including 
Group A H., continued its steady 
growth, total writings being approxi- 
mately $90,000,000 if Aetna Life’s volume 
in this line is included. This compares 
with approximately $84,000,000 in A. & 
H. premiums the year previous. With- 
out Aetna Life’s writings a drop in vol- 
ume to about $67,000,000 is indicated. 

Fidelity net writings and earned pre- 
miums showed a slight decrease overall 
with underwriting gain dropping from 
23.4% in 1941 to 16.1% in 1942, Surety 
bond net writings are well over 10% 
ahead of the previous year as were 
earned ‘premiums. Underwriting profit 
in fidelity and surety lines continued 
substantial, even after deductions for 
Federal income taxes, and loss ratios 


compared favorably with those of 1941, 
Aggregate underwriting profit for all 
lines, after Federal income taxes, was 
9.0% compared with 5.0% in 1941. 

Total losses of all companies in this 
exhibit, on an incurred basis excluding 
claim expenses, were $313,729,039, which 
represents an aggregate loss ratio of 
39.9%. For the four previous years the 
loss record was as follows: 1941, $317, 
175,317 — 44.4; 1940, $269,090,118 — 420; 
— ee 1938, $237,553,212 
—39, 


Comparative production results of these 
companies on an earned premium basis 
over the past five years follow: 1942— 
seventy-six companies, $786,167,389 ; 1941 
—seventy-seven companies, $714,612,825: 
1940—seventy-eight companies, $640, 146,- 
257; 1939—seventy - seven companies, 
$619,192,928; 1938 — sixty-six companies, 
$602,542,318. 





Fifteen Leading Stock Companies 
In 1942 Counitry-wide Experience 





Earned Losses Loss 
Company Premiums Incurred Ratio 
Prewelere COMPANIOS: 6 .6ccs biker evcce ees $98,698,672 $47,667,704 48.3% 
Aetna Affiliated Companies................. 70,954,043 35,679,458 50.2 
Hartford Accident & Indemnity............. 49,063,756 19,068,885 38.9 
inser tates FO Gensco scnccsacuwes soc 42,448,842 19,759,812 46.5 
Maryland Casualty: ooo... cciccscicccceesccce'e 31,322,343 11,654,338 37.2 
ee dn eC a a a 30,966,527 13,978,667 45.1 
OO |: fh a a ae 29,036,087 11,365,389 39.1 
pee Pg 2 ae ae 27,243,101 11,869,349 43.6 
BIRGATS “ROCIO. iiss iscicecisewiemenines 20,779,008 8,458,595 40.7 
ee OH TNE 5. ops oe eee ewes 20,489,159 7,998,726 39.0 
AD PRONE oie 6 cine cess Saisie Shae nsec as 18,937,071 6,848,009 36.2 
Indemnity Co. of North America............ 17,366,451 5,626,765 32.4 
PAU NIND, ocseisis aio ewice es so sekiniien Ss 17,076,004 6,327,641 37.0 
Massachusetts Bonding .............. Bey Sia 15,889,748 6,369,330 40.1 
Zurich General Accident...................5. 15,761,784 6,851,338 43.5 
American Guarantee & Liability....... 1938 
1939 122 avers See 
1940 30,278 13,941 46.9 
1941 185, ‘459 74,717 40.3 
1942 625, 949 317,573 50.7 
American Motorists .................5. 1938 6,276,509 2,845,439 45.3 
1939 6,260,733 2,734,221 43,7 
1940 7,320,182 3,550,854 48.5 
1941 7,943,799 4,014,158 50.5 
1942 10,768,372 4,843,268 45.) 
American Policyholders’ .............. 1938 were i cigs a 
1939 1,181,432 624,966 52.9 
1940 1,249,505 667,725 53.4 
1941 1,517,991 790,031 577 
1942 2,030,922 987,763 48.6 
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Company 


American Surety ..........ccecceseees 


Avex INGSMRMNEY Soss o's eccicwc senna x: 


Associated Indemnity ................. 


Bankers Indemnity ................... 


ar he Came oan cc ca icecsicnweeers 


Comical DORNER aikess 3.55650 cacwededaae 


Century TRGRGAE  o6ies occ cies tees 


Citizens ‘Cast ccc Ss fee ce ies cate 


Columbian Castalte oc.c66c ic coche ccc 


Commercial Casualty .................- 


Connecticut Indemnity ................ 


Continental Casualty ...............+. 


agle Wig coke hanedwnuacueuees 


Emeoce Casey... ..6cicis cei cececves 


Employers’ Liability .................. 


Fidelity & Casualty....... 


Fidelity & Deposit........ 


Fireman’s Fund Indemnity 


Cal. 
Year 


1938 
1939 
1940 








Earned 
Premiums 


73,399 
178,840 
247,262 
274,296 
330,398 


3,987,256 


5,749,596 
7,257,171 


4,910,100 
5,062,119 


2,813,180 


3,904,119 
3,717,998 


4,467,791 
4,976,273 
6,202,988 
7,278,962 


7,271,615 
7,591,800 
7,921,801 
8,297,347 
8,780,790 


729,286 
792,537 
727,454 
852,054 
1,139,860 


2,222,073 
3,100,797 
3,278,871 
3,558,218 
4,157,604 


7,126,641 


9,349,039 
9,526,519 


1,180,252 
1,421,727 


20,284,542 
22,387,545 
24,683,793 
27,597,990 
29,036,087 


3,472,971 


22,646 
202,174 


** 103,487 
24,715,904 
24,579,571 
25,978,997 
27,243,101 


25,921,940 


10,807,173 
10,776,247 
10,412,119 
10,523,100 
10,733,065 


6,469,036 
8,925,034 





Losses 
Incurred 


1,683,602 

338,306 
2,935,620 
2,647,047 
3,817,670 


27,699 
69,890 
107,915 
163,760 
162,258 


1,729,772 
2,269,093 
2,397,208 
3,107,998 
3,675,920 


1,614,528 
1,803,485 


2,324,080 
1,853,489 


1,238,359 
1,785,557 
2,054,261 
2,153,723 
1,526,715 


1,973,515 
2,313,695 
3,272,228 
3,880,402 


3,057,011 
3,233,654 


361,247 
460,549 
368,194 
592,600 
565,463 


762,535 


1,299,754 


3,058,758 
3,537,463 
3,836,853 
4,461,836 
3,620,372 


626,525 
589,983 


8,167,089 
10,052,398 
11,501,339 
13,143,517 
11,365,389 


1,497,260 
1,697,198 
1,934,656 
2,369,967 
2,334,547 


6,950 
88,005 


11,022,538 
10,825,563 
11,208,549 
12,679,429 
11,869,349 


10,451,475 
8,857,109 
9,054,752 

12,009,244 

13,978,667 


1,780,751 
1,912,104 
1,714,192 
1,524,555 
1,262,033 


2,097,997 


2,720,770 
4,285,917 












NEW YORK 





Naw ghinsitexbstin 


Y nlerchangeable Shes 


For hundreds of years the Chinaman 
pulled his shoes on either the right or 
left foot indifferently. Simple for the 
maker, uncomfortable for the wearer. 


Insurance Service means fitting the 
purchaser's insurance protection ex- 
actly, not just selling him a policy. The 
New Amsterdam Casualty Company 
encourages its personnel to study con- 
stantly the ever changing problems of 


the surety and casualty business. 


(Gisumtr Company 





BALTIMORE 





General Accident .. 


General Casualty of 


gesuxdedsecdauwenas 1938 =: 18,751,648 8,117,970 
1939 —- 18,051,184 7,459,653 
1940 = 17,930,824 7,309,522 
1941 19,448,671 7,631,015 
1942 20,489,159 7,998,726 


7 ee 1938 eas ae 
1939 3,003,635 1,057,844 
1940 3,563,368 1,382,714 
1941 4,922,217 1,979,603 
1942 6,128,115 2,334,217 


General Transportation ............... 1938 63,299 34,305 


Glens Falls Indemni 


1939 824,668 448,174 
1940 1,460,589 872,387 
1941 1,635,428 1,106,822 
1942 2,112,394 1,346,788 


WE kas Si easaads 1938 6,602,132 2,808,808 
1939 6,852,327 2,269,338 
1940 7,206,134 2,736,129 
1941 7,906 229 3,130,141 
1942 8,76. 368 3,386,515 


Cain NAR i ss i ccs sinter’ adorn cote 1938 16,560 841 6,219,620 


Great American Ind 


Guarantee Co. of N. 


Hardware Indemnity 


1939 ~—- 15, 0,480 6,380,309 
1940 16,093,765 6,238,918 
1941 17,039,172 7,321,957 
1942. 18,937,071 6,848,009 


eS ETOP ES 1938 9,942,443 4,303,838 
1939 9,966,343 4,298,210 
1940 9,579,941 4,042,686 
1941 10,145,185 4,106,689 
1942 11,062,272 4,084,158 


Mi esticnaccune sae 1938 


1939 291,026 26,072 
1940 307,681 50,550 
1941 337,227 49,132 
1942 421,146 47,201 
Pere ery rere 1938 mee 
1939 82,705 46,999 
1940 380,478 151,837 
1941 786,142 351,103 


1942 - 1,426,178 532,311 
(Continued on Page 32) 
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WHO'S WHO & WHAT’S WHAT 


in the 


WAACS e¢« WAVES ¢ SPARS «© MARINES e NURSES 





ro 
SPAR OFFICER ¥ ; MARINE OFFICER 
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cote 


WAAC OFFICER ba Bt. ly WAV OFFICER 
e/ 


As a companion to the folder “Who’s Who and What’s What in the Army, Navy, 
Marine Corps and Coast Guard,” (one of the most widely used folders issued by 
the Aitna Life Affiliated Companies in many years) this new form is entitled 
“Who’s Who and What’s What in the Waacs, Waves, Spars, Marines and Nurses.” 
The first folder of its kind to be issued by any Company, it includes numerous 
attractive illustrations in full color as well as a page of insignia. Agents report 
that they are using this new folder with considerable success, both with present 
clients and prospects. We will be glad to send a copy to readers of this magazine, 
“pon request. 


srrucaten JET NMA LIBR cones iu 


THE ATNA L FE NSURANC COM A..Y¥ f| THE ATNA CASUALTY AND SURETY COMPANY 
»\HE -TANDARD FIRE NSURANCE COMPANY 1'HE AUTOMOBIL INSURANCE COMPANY 
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(sreater Need for Insurance Advertisin 








as 


War Restricts “Travel and Calls 


Company Ad Managers Compare Notes on Type of Direct Mail Most Liked 


by Producers 


Anxious for 


There has been a lot of talk about 
salesmanship being “out for the dura- 
tion” and that people have been lulled 
into a sense of apathy because the war 
has made sweeping changes in our man- 
But it’s a fair 
the most 


ner and mode of living. 
make that 
agencies and broker- 
today are 


statement to suc- 
cessful companies, 
age writing 
maintaining their advertising and pub- 
licity facilities (redoubling them in some 


offices insurance 


cases) despite wartime inconveniences. 
Personnel shortages, in 
a fresh impetus to direct 
tising particularly among producers hav- 
ing a lot of ground to cover. They are 
anxious to keep up the contact with their 
policyholders, and to keep them informed 
on insurance rate changes and other de- 
Unless they do so they run 
the chance of losing business to a more 


have given 
adver- 


fact, 
mail 


velopments. 


progressive competitor. 

Company Ad Managers on the Job 
Here is where insurance company ad- 

vertising and sales promotion managers 

usefulness in 

direct 


are demonstrating great 
supplying their 
the right quality and at 

And for the most part 
get the 
not involve too 


producers with 
mail helps of 
the right 
the producers 
material provided it does 


time. 


are anxious to 


much time to distribute. 
One of the most experienced of ad 
managers, S. C. Doolittle, Fidelity & 


told the writer last week that 
his recent talks with fieldmen have given 


that 


Deposit, 


the impression agents in general, 


due to the manpower shortage, prefer 
to be left alone as much as_ possibie. 
That does not imply, however, that 
agents don’t want to hear about new 
coverages, rate changes and the like. 
They just don’t want to be bothered 
With sales campaigns, production con- 
tests, ete, in Mr. Doolittle’s opinion. 
ter getting this slant on the situa- 
{ Ihe Eastern Underwriter contacted 


a pumber of other leading insurance ad 
agers by way of comparing notes as 
he sentiment among producers of 
respective companies. We asked 
their most effective magazine ad- 
verlising in the past year in keeping 
\ the war effort; the most popular 
“time direct mail piece from the point 
view of helpfulness to the field in 
ing sales, and whether or not an 
hetic attitude had been noted on the 

of agents toward the use of direct 

. Finally, the question was put: 
you feel that casualty agents want 
left along these days, due to the 
tha they are so busy with office 

uls that they have no time for sell- 

If such is the case, has it resulted 


in Wartime; Some Agents Want to be 


Help; Companies 


eft 


By Wallace L. Clapp 


in a change in your treatment of ad- 
vertising and direct mail material ?” 
Diversity of Opinion 

Most interesting response to this ques- 
tionnaire concerned the use of direct 
mail in wartime. The Hartford Accident 
& Indemnity was in agreement with S. C. 
Doolittle that agents feel they are too 
busy or have lost too much help to con- 
cern themselves with direct mail adver- 
tising at this time. But this situation 
does not and should not deter home of- 
fices from pointing out the importance 
of doing everything possible to help the 
producer to maintain income in the face 
of adverse conditions, and this point is 
made emphatically by the Hartford Ac- 
cident. 

Mr. Doolittle’s angle on the question 
is that since January, 1943, he has noted 
a definite decrease in orders received for 
folders and sales literature. He thinks 
that this is due not to a declining in- 
terest in this form of ‘abeeiting by 
agents but that they are short-handed 
and are simply unable to attend to the 
distribution and follow-up of this ma- 
terial, 


R. E. Brown’s Size-Up 
By 


y way of contrast Robert E. Brown, 
Jr., casualty advertising manager of the 
Aetna Life Affiliated Companies, has 
noted an increasing interest in the use 
of direct mail which has been mani- 
fested by an increasing number of orders 
from Aetna agents for its direct mail 
material. Says Mr. Brown: 

“In our house magazine, the 
izer, and through the medium 
field office bulletins, we have 
aged the greater use of direct mail in 
lieu of personal calls, and we believe 
that during the coming months even 
more agents will be adopting direct mail 
plans. In some cases they have em- 
barked upon such advertising for the 
first time on a_ consistent, organized 
basis. We believe that the results which 
they obtain will guarantee continued in- 
terest in this medium of advertising for 
some time to come, even after the war 
is over.” 

Admittedly all agents have a 


Aetna- 
ot our 
encour- 


multitude 


of problems today and like all other 
business men they are troubled with per- 
sonnel shortages. As a result, they do 


not have the time to see as many pros- 
pects as formerly. The opinion on that 
point was unanimous among the com- 
pany ad managers. But R. E. Brown 
said he had not noted any reluctance 
on the part of producers to listen to 
sales and advertising ideas. Therefore, 
the Aetna has made no radical changes 
in the methods which it has successfully 
used in the past, except in one respect: 
Many of the larger, more bulkv book- 
lets are out for the duration. Simplicity 
is the keynote today. 

One major change in the Aetna’s style 
of treatment—a direct result of the war 
—involves the Aetna-izer. For many 
vears it had been published as a 32-page 
hooklet on a monthly basis. Since last 
September, however, it is issued in news- 


paper style on the first and fifteenth of 
each month. Says Mr. Brown: “The 
new style of magazine gives us twice 
the number of contacts with our agents, 
enables us to use a bolder type ot dis- 
play on important items of news, thus 
increasing the chance of attracting read- 
er attention. At the same time, the use 
of wire stapling is eliminated, a matter 
of importance in the printing industry 
today.” 

Probably the most effective Aetna di- 
rect mail piece recently issued is the 
automobile insurance folder called “The 


Next Minute—The Next Mile.” Force- 
fully therein the point is driven home 
that an accident can happen “in the next 


mile” and that even though a motorist 
may be driving less these days because 
of gasoline and tire rationing, if he is 
driving at all, he needs automobile lia- 
bility insurance. “From all reports,” 
says Mr. Brown, “this folder is doing 
the job.” 

Most talked about magazine advertise- 
ments of the Aetna are those tied in with 
the war effort. Mr. Brown refers to 
the message headed “Insurance Stands 
Beside the Man Behind the Man Behind 
the Gun.” The copy makes an appeal 
for Group, life, accident, sickness and 
hospitalization ‘policies to protect the 
hundreds of thousands of workers in 
America’s war plants and their fami- 
lies. Thousands of workers building 
bases and cantonments are also guarded 
from accident and sickness, the copy 
stresses, by a staff of safety engineers 
supplemented in many cases by special 
corps of doctors and nurses. It is fur- 
ther pointed out how many educational 
aids issued by the Aetna are helping to 
prevent accidents. The punch line at 
the close is “Insurance Is Helping to 
Speed Victory.” 

Another ad of the 
important role being played 
women, not only in the Army, Navy, 
Coast Guard, Marines, but in the busi- 
ness of insurance. Many an agency, in 
fact, is directed by some woman who 
has taken over for the duration, and this 
trend is strikingly illustrated in an article 
on another page of this issue under the 
heading “Insurance Women on the Pro- 
duction Firing Line.” 

America Fore’s Timely Aids 

Agents are still ready and anxious to 
use unusual material of the direct mail 
type, in the opinion of Frank S. Ennis, 
manager, advertising and _ publicity, 
America Fore Insurance and Indemnity 
Group. He admits that producers are 
somewhat apathetic to the run-of-the- 
mill direct mail material but will make 
rood use of the unusual. One particu- 
larly popular piece widely distributed by 
America Fore companies is a brief, quick 
reference summary of First Aid treat- 
ment in easy-to-read folder form. It is 
intended to be used as a “refresher” 
for those who have taken First Aid 
courses and as a help to anyone giving 
emergency aid. 

As to whether agents want to be left 
alone these days, Mr. Ennis responds: 


Aetna stresses the 
today by 


Alone; 


Others 


Doing Fine Job in Magazine Advertising 


“No doubt agents are hampered in their 
sales efforts by being burdened by more 
office detail and as far as advertising, 
they are not interested if it is the same 
old stuff. Of course, that has nothing 
to do with the war because if your 
advertising is not interesting to the 
agent and does not make him sit up 
and take notice, it is certainly not going 
to have any effect on the public now or 
at any other time.” 


National Ads With War Bond Theme 


Two of the most popular America 
Fore ads in the national magazines tied 
directly in with the war effort. With 
the interest running high in buying War 


3onds, the Fidelity & Casualty ran in 
the Saturday Evening Post’s issue of 
October 20, 1942, a message entitled 


“Buy War Bonds—this is insurance too!” 


Mr. Ennis calls particular attention to 
the slogan used in that copy; “Millions 
will give their lives—surely you will be 
willing to lend your money.” This slo- 


says, was adopted later by the 
Treasury Department as the slogan for 
the recent Second War Bond Drive. 
The other ad, “Me—Help Hitler?” de- 
picting a working man with his arm in 
a sling, was much in demand from indus- 


gan, he 


trial plants throughout the country. Its 
closing paragraphs read: “Every acci- 
dent—every fire—aids the enemy. Your 


plant has safety rules and equipment to 
reduce needless injury. Patriotic Amer- 
ican workers will follow them!” 


Hartford’s Striking Ad 


No wartime message in recent weeks 
has given more of an inspirational lift 
to morale than the Two Hartfords’ ad- 
vertisement entitled: “Let’s Fight the 
Enemy —Not Each Other.” The advice 
“Let’s be patient—be consid- 


is given: 
erate—keep smiling and carry on. We've 
got a war to win.” The Two Hart- 


fords have printed this message in pa- 
triotic poster style and the demand for 
the poster has been tremendous. 
Another magazine ad message of the 
Two Hartfords featured the insurance 
agent in dramatic style. It was aimed 
at giving the public a better understand- 
ing of the problems which confront in- 


surance producers and the fact that “all 
of them are doing the best they can 
under the circumstances.” This advice 


was given: 
‘For the Duration... 


can’t get around today 
as much as he like to. The and 
gas situation is preventing the personal delivery 
of renewal policies and interfering with the fre- 
insurance men like 
calling on your 


Your insurance man 


would tire 


most 
help by 
near his office and 


quent check-ups that 
to make. You 
agent if you are 


can 


insurance 


by advising him by phone if you are in need 
of additional coverage. And be sure to tell 
him if there is any change in the status of 
your affairs. 

Hartford Accident & Indemnity Co. 
reports that one of its most popular 
pamphlets was the one featuring fidel- 


(Continued on Page 31) 
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Country-wide Underwriting Results 


1938-42 of Companies Licensed 


In New York State 


EDITION 














MUTUAL COMPANIES | 








Total net premiums written last year 
by thirty-two mutual companies, licensed 
in New York State, amounted to $253,- 
(43,064 compared with $204,546,100 pro- 
duced in 1941 by thirty-one companies, 
or a gain of 23.7%. Earned premiums 
of the same companies totaled $243,483,- 
028 compared to $196,626,363 the previous 
year, or 23.8% increase. These results, 
obtained this week from the Casualty 
Experience Exhibit of the New York 
Insurance Department, point to the size- 
able volume of business done by carriers 
in the mutual field last year. 

On this and the following pages a com- 
parison of individual company results in 


the 1938-42 period is presented. Largest 
line written was workmen’s compensa- 
tion, the total earned premium volume 
in 1942 being $138,140,000, an increase of 
32.6% compared with the 1941 figure of 
$104,150,000. Second largest line was 
automobile liability on which earned pre- 
mium volume of the mutuals totaled 
$56,357,000 last year, a gain of 9.3% over 
the 1941 figure of $51,572,000. Under- 
writing gain in this line was 32.3% com- 
pared with 22.5%. In automobile prop- 
erty damage the mutuals produced $17,- 
400,000 in earned premiums, a gain of 
16.7% over the 1941 figure of $14,908,000. 
Underwriting gain was 22.8%. Overall 
underwriting profit was 24.8% compared 
with 19.3% in 1941, 

Leading company in this field last year 


was the Liberty Mutual with total 
country-wide earned premium volume of 
$74,254,670 compared with $55,698,945 in 
1941. American Lumbermens ranked 
second with $37,571,380 compared with 
$33,400,304 in the year previous. Ameri- 
can Mutual Liability came third with 
$35,047,858, a sizeable jump over its 1941 
total of $27,065,981. Next largest writer 
was Employers Mutual with $24,549,723, 
compared with $20,441,606 in 1941. Losses 
incurred and loss ratios of these leaders 
showed an improvement compared with 
1941 experience. 

Aggregate loss ratio for the mutual 
carriers was 47.5% (excluding claim ex- 
penses). Total losses incurred to pre- 
miums earned amounted to $115,655,925 
and a five-year comparison on this ex- 


perience is as follows: 1941, $101,703,708 
—51.7; 1940, $81,842,434—49.3; 1939, $74,- 
718,162—48.0; 1938, $70,958,648—47.3. 

Comparing aggregate earned premiums 
for each year in the 1938-42 period, the 
results shape up as follows: 
1942—thirty-two companies, $243,483,028; 
1941—thirty-one companies, $196,626,363 : 
1940—thirty-one companies, $166,111,560; 
1939—thirty-one companies, $155,579,840; 
1938—thirty-one companies, $150,051,887. 

The five year results of the New York 
State Insurance Fund are also shown 
in this section, its earned premiums in 
1942 being $24,223897 compared with 
$22,479,315 in 1941. Its losses incurred 
were $19,362,325 and loss ratio 79.9, com- 
pared with 1941 losses incurred of $19,- 
810,795 and loss ratio of 88.1. 









































Cal. Earned Losses Loss ° e e 
Company Year Premiums Incured Ratio Fifteen Leading Mutual Companies 
Amalgamated Mutual ................. 1938 $386,729 $17,148 4.4 UTI } 
og say Se In 1942 Country-wide Experience 
1940 392,805 139,539 35.6 
1941 312,575 120,485 Te ee $74,254,670 $42,321,922 57.0% 
1942 260,243 120,326 46.2 American Lumbermens ..................-++ 37,571,380 15,063,932 40.1 
American Mutual Liability.................. 35,047,858 18,090,212 51.6 
American Lumbermens ............... 1938 26,306,237 ~—«:11, 150,362 42.4 Employers Mutual of Wisconsin............ 24,549,723 = 11,011,998 44.9 
1939 27,135,048 ~—-:11,866,521 43.7 Hardware Mutual ..................eceee0es 12,925,532 4,718,482 36.5 
: 1940 28,318,714 12,274,629 i ne 9,528,121 3,775,798 39.6 
4 1941 33,400,304 —-15,053,261 45.1 : : 
m 1942 37571.380 15.063.932 40.1 Farm Bureau Mutual of Wisconsin.......... 8,852,163 3,865,146 43.7 
sis ei yore Merchants Mutual .................... 000005 4,677,030 2,101,245 44.9 
mashes Mei WM. kk: 1938 23,420,527 13,105,776 559 Penna. Threshermen & Farmers’ Mutual... 3,319,268 1,561,293 47.0 
1939 2? 996 842 11.884.139 51.7 et IIE coc co ieweccscce ccd ceacuees 3,051,468 287,017 9.4 
1940  24,047'831 12,562,168 523 Interboro Mutual Casualty.................- 2,815,371 ‘1,549,099 55.0 
1941 27,065,981 14,937,342 55.2 ee 2,791,708 1,252,754 44.9 
1942 35,047,858 18,090,212 51.6 — Security Mutual Casualty.................-.- 2,723,058 1,345,583 49.4 
Public Service Mutual...............0..0000: 2,645,159 ‘1,414,849 53.5 
etnias TE 5 osc cuca bs exe kena 1938 653,427 163,980 25.1 Lumber Mutual Casualty...................- 2,236,216 907,369 40.6 
1939 727,257 197,227 27.1 ia % 
1940 778,837 423,808 54.5 
1941 812,793 380,636 46.9 ee Po 
? ‘ Employers Mutual ..................6. 1938 11,768,283 5,719,160 48.6 
1942 815,450 326,360 40.0 1930 12681'854 6.740.787 oe 
1940 14,651,408 7,772,173 53.0 
ButchearscWatel: .cc)ccc 6 0k cei n eats 1938 1,188,498 429,689 36.1 1941 20,441,606 10,855,725 53.1 
1939 —-:1,537,033 572,629 37.2 1942 24549,723 —‘'11,011,998 44.8 
on Lat gre ‘uaa an eerie MRUINE OC is ccc see ck pce nedauens 1938 279,991 127,897 45.7 
1942 1,788,844 = 692,967 38.7 1939 28,588 109,359 478 
o ioe ’ 1940 270,831 89,208 32.9 
1941 477,299 243,048 50.9 
Coal Merchants Mutual ............... 1938 350,215 123,017 35.1 1942 651,804 236,150 36.3 
Lv pore be = Exchange Mutual ..................... 1938 1,023,530 396,208 38.7 
1941 527,880 213,448 40.4 SS =. Se poi 
1942 851,852 (368,563 43.3 IMG MMS RAID 75 
1941 958,232 492,369 51.4 
ex — 1942 1,144,924 463,570 40.5 
; onsolidated Taxpayers ............... 1938 481,782 141,188 29. ; : Ss 
| ee ee 1939 83755 «170,840 «=» «20.3. ~Ss Factory Mutual ...................006. 1938 3,152,020 904,285 28.7 
i 1940 690,969 210.506 30.5 1939 3,059,149 942'568 30.9 
; 1941 782,465 254,523 32.5 1940 2,919,283 743,626 _ 
i 1942 857,733 246,505 28.7 1941 3,047,392 493,820 6.2 
j _ ‘i mes 1042 3.051468 ~=—-287017 o4 
| Rupe TN, os oes deka s Aeesees 1938 459,433 210,324 45.8 Farm Bureau Mutual ................. 1938 4,636,563 2,569,770 55.4 
j ae 1939 405,320 168,026 415 1939 5,327,547. —- 2,803,712 52.6 
1940 499,005 235,346 47.2 1940 6,125,389 —-3,430,474 56.0 
1941 471,099 312,432 66.4 1941 7,386,292 4,123,022 55.8 
1942 560,540 337,443 60.2 1942 8852163 3.865.146 437 
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Company 


Hardware Mutual 








Interboro Mutual 


Jamestown Mutual 





Liberty Mutual .... 





Greater New York Taxpayers.......... 


Hudson Mohawk Mutual ............. 


Lumber Mutual Casualty.............. 


Manhattan Mutual Auto.............. 


Cal. 
Year 


1938 
1939 
1940 


1942 


Earned 
Premiums 


1,468,180 
1,505,342 
1,590,082 
1,709,848 
1,778,821 


10,656,979 
10,756,717 
11,224,390 
12,392,171 


12,925,532 


182,553 
201,277 
289,651 
380,489 
550,095 


2,302,632 
2,179,630 
2,348,176 
2,448,934 
2,815,371 


1,659,561 
1,739,558 
1,851,820 
2,226,987 
2,791,708 


40,199,025 
42,489,249 
45,279,793 
55,698,945 
74,254,670 


1,635,266 
1,862,303 
1,898,106 
2,164,915 
2,236,216 


1,331,933 
1,415,965 
1,550,641 
1,559,393 
1,432,788 


(Continued on Page 37) 


Losses 
Incurred 


496,771 
457,896 
533,797 
644,337 
593,108 


4,358,460 
4,614,870 
5,079,340 
5,999,244 
4,718,482 


80,920 
89,163 
109,358 
211,677 
219,267 


817,814 
852,292 
925,943 
1,382,915 
1,549,099 


662,267 





881,130 
1,252,754 


21,299,360 
23,192,194 
25,175,525 
32,976,941 
42,321,922 


672,439 
827,665 
991,335 
1,259,168 
907,369 


585,825 
580,229 
599,614 
733,465 
1,029,781 


Loss 
Ratio 


Country-wide Experience 1938-42 


Of the Reinsurance Companies 








Company 


American Re-Insurance ............... 


Employers Reinsurance Corp........... 


European General Reinsurance........ 


Excess Insurance Co................... 
General Reinsurance 


* Includes loss expense. 


1938 7,644,508 
1939 6,988,672 
1940 6,957,122 
1941 8,222,523 
1942 10,708,450 
1938 10,149,653 
1939 8,921,287 
1940 8,651,864 
1941 9,217,963 
1942 10,190,846 
1938 938,179 
1939 1,170,133 
1940 1,382,742 


1941 1,159,637 
1942 1,397,942 


1938 5,648,644 
1939 5.637.286 
1940 5,236,855 


1941 5,663,169 


7,479,721 





Cal. Earned Losses 
Year Premiums Incurred 
1938 $2,953,070 $1,073,351 
1939 2,821,375 756,904 
1940 3,012,939 967,181 
1941 3,660,090 876,694 
1942 4,423,162 1,310,237 


3,449,615 
2,316,477 
2,268,682 
2,548,893 
3,787,425 


3,864,257 
3,096,850 
2,690,980 
2,882,458 
3,361,867 


413,267 
555,515 
627,182 
495,294 
697,868 


2,308,730 


3,140,071 


44.0 
47.5 
45.4 
427 
49.9 


40,87 
45.79 
36.37 
41.71 


41.98" 
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ALERTNESS 


to the welfare and progress of the American Agency System 


iin ie 


THE UNITED STATES CASUALTY COMPANY pledges its con- 
tinued friendly support to the National Association of Insurance 
Agents and joins with your leaders in urging insurance agents 
throughout the land to join and become active in their State Associa- 


tions and the National Association. 


1943 


UNITED STATES CASUALTY COMPANY 


NEW YORK CITY 


60 JOHN STREET 
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A. & H. Selling in Wartime 


By Donald J. Wellenkamp 


Manager, Sales Promotion, Washington National, 


\Var kas brought problems to the ac- 
cident and health insurance business as 
to every other enterprise in the 
country. But these problems in the 
main affect management rather than 
the individual salesman. With the sin- 
ele exception of national gasoline ra- 
tioning (and there is considerable ques- 
tion as to how seriously this hinders the 
\. & H. salesman) the problems result- 
ing from the war effort fall right in 
the laps of home office officials and 
managers. Manpower, probably 
represents the greatest headache of 
them all, but this certainly does not 
touch the salesman who is still carrying 
a ratebook. 

On the contrary, the tremendous in- 
crease in industrial activity, the ever- 
erowing rate of production of essential 
war goods, has brought about a situa- 
tion which is definitely favorable to the 
sale of accident and health protection. 
Those bug-a-boos ‘of depression and 
widespread unemployment are far be- 
hind us now. People are working and 
making more money than they ever did 
before; the market for our product is 
there. 


it has 


agency 


Alibis Do Not Stand Up 

Current alibis do not stand up under 
close analysis. The agent who cries 
piteously that with five to seven million 
young men taken into the armed forces 
nis prospects are all gone is kidding 
himself. To equip, feed, and support 
every man_in the service requires the 
full-time effort of twelve or more civilian 
workers; for every prospect you lose to 
the Army, Navy, Marines, or Coast 
Guard you have a dozen or more civilian 
prospects who are making good wages 
and need the protection afforded by 
your policies! 

Literally millions of men and women 
who were jobless two or three years 
ago are today holding steady jobs—many 
of them working overtime at a high 
rate of pay. Is there a market for A. 
& H.? The possibilities for increasea 
production are tremendous! 

This article is devoid of statistics for 
two reasons. In the first place, they 
hore me and, I suspect, the average 
reader finds a mass of figures pretty 
tiresome. Secondly, I do not have avail- 
able at this writing up-to-the-minute 
tistics On comparative A. & H. pro- 
tion. However, I do know that in 

of the fact that there were hun- 

s less A. & H. salesmen in the field 
last year due to the draft and enlist- 
ents, nevertheless the business showed 
« of the biggest increases in volume 
‘ obtained in any one year. There 

today due to war conditions prob- 
lv a smaller number of salesmen pro- 

ng the large totals which are being 
ired. The potentialities of the mar- 
today are beyond reckoning. 


Market Conditions Now Excellent 
The only true measuring stick is your 
‘n personal production record; if you 

selling more A. & H. today than you 
er sold before you are capitalizing on 

excellent market conditions which 
st right now—and if your production 
own, well mister, something is wrong 
nd it can’t be blamed on the war! 

\t the risk of emphasizing “negative 

ughts” we might as well admit that 
re are some A. & H. salesmen who 

not doing as well as they should 
d could do—but they are in the minor- 


d 


Evanston, III. 


ity. I think it is safe to say that the 
A. & H. man who is really working, 
and working properly, is writing more 
business today than he did a year ago. 
Those who are slipping can trace their 
poor results either to wrong work habits 
or wrong thinking. I can give you three 
specific examples of what I mean in 
three salesmen with whom I happen to 
be acquainted (only one of the three I 
am happy to say is a Washington Na- 
tional representative!) To relieve them 
and me of the embarrassment which 
would arise if they were to happen to 
read these words I shall identify them 
only as Mr. Griper, Mr. Theorist, and 
Mr. Old-Timer. 


Mr. Griper’s Story 


Mr. Griper was once a_ top-notch 


salesman. Today he is so burned up 
with the activities of all the dad- 
gummed dunderheads in Washington 


that he can no longer concentrate on 
earning a living— ‘the government will 
take it all anyway.” He is incensed by 
the injustices and inequalities of point- 
rationing, exasperated by the restric- 
tions of the OPA, irritated to the point 
of apoplexy by the wartime dislocation 
of his well-ordered life. Mr. Griper is, 
in addition, something of an arm-chair 
military strategist and the days just 
aren’t long enough to allow him suf- 
ficient time to point out the weaknesses 
and errors of our leaders’ actions. 

To Mr. Griper, on the occasion of his 
last visit to my office, I said bluntly: 
“If you would set aside a portion of 





Says Don Wellenkamp: 


before in the history of our business. 
tainly not changed appreciably. 
there are plenty of them at hand. 


got to see ’em to sell ’em!” 





The field of prospects has shifted, yes; 


Basic Selling Procedure Not Changed Much 


“If I were asked how A. & H. selling in wartime 
differs from that of peacetime I would be tempted to say there is no differ- 
ence except that today there are more prospects with more money than ever | 


The basic selling procedure has cer- | 
but 


“The A. & H. Salesman with a good sales talk backed up by a good | 
policy in a good company can set production records today! 


You've still 





HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 


Chosen by more than 137 Insurance Organizations as their 


meeting place — many returning again and again... A 


ans” 


5 
true “Mecca” for the Insurance Fraternity ..+ Where you'll 


always meet your friends and associates. 


EDGEWATER BEACH HOTEL 


CHICAGO, ILL. 


W. M. Dewey, Managing Director. 


Phil J. Weber, Res. Manager. 








WELLENKAMP 


DONALD J. 


your spare hours, outside of the busi 
ness day, wherein to expostulate upon 
your political and international preju- 
dices you would _ have time to write 
a good volume of A. & H.” He turned 
purple and departed—permanently, I 
hope. 
Mr. Theorist Worries Too Much 


Mr. Theorist, on the other hand, is 
of less violent disposition although he, 
too, allows his business to suffer while 
he worries. His pet subjects are na 
tional economics, sociological trends, and 
their attendant dangers. The spectre of 
national compulsory disability coverage 
assumes terrifying proportions in his 
mind and the dissolution of the insur 
ance business is to him imminent. He 
believes, quite properly, in the capital 
istic system and the American way of 
free enterprise and private initiative. 
But he is so alarmed by a new idea that 
he automatically goes into a dither and 
immediately arrives at the conclusion 
that the world is about to fall into 
pieces. He entirely overlooks the fact 
that he adds nothing constructive to the 
situation by noisily going mad. 

To Mr. Theorist I say soothingly: 
“You recall, do you not, the dire mis- 
givings which swept through the ranks 
of the life insurance men when the 
government introduced war risk insur- 
ance for men in the service during 
World War I? It meant the ruination 
of the life business. But as a matter 
of record government-sponsored life in- 
surance turned out to be one of the 
greatest sources of ~_— the life in- 

(Continued on Page 35) 








The Author 


Donald J. Wellenkamp began as an 
agent for the Massachusetts Mutual in 
1925, gaining a good foundation in in- 
surance sales work. Thereafter he spent 
several years with the old Illinois Life 
as advertising manager and then joined 
the Washington National in 1934. He 
was first assigned to California territory 


as a group supervisor. Adding to his 
ray experience he sold both life and 
& H. insurance which gave him the 


et perspective for home office sales 
promotion work that began in 1938 and 
which is his present assignment. 

Mr. Wellenkamp edits the two publi- 
cations issued by Washington National 

the Builder, a monthly, and the Wash- 
ington National Review, a weekly. Both 
are inspirational and_ constructively 
pointed at helping agents to sell. Mr. 
Wellenkamn finds time to belong to the 
Evanston Kiwanis Club, local C. of C., 
Phi Mu Delta, Sigma Delta Chi (na- 
tional professional newspapermen’s fra- 
ternity); Industrial Editors’ Association 
of Chicago. He is also chairman of 
Evanston Red Cross Blood Donor Serv- 
ice. He studied at Medill School of 
Journalism, Northwestern University; is 
married and resides in Skokie, Il. 
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1942 Casualty-Surety Results of 
All Companies for New York State 


\ comparison of 


experience on business written last year 
in New York State, line by line, on an 
incurred 


earned premium = and 


basis, is featured on this and following 
The results of 108 casualty and 
surety companies, both stock and mu- 


pages. 


tual, are tabulated in easy-to-read form. 
Figures were obtained from the Casualty 


Experience Exhibit filed 
York State 
the various companies. 


Insurance 


It is significant that total volume pro- 


individual 


losses 


with the 


Department 


duced on a direct written basis in 


was $262,113,025, a sizeable increase over 
the 1941 figure of $222,692,890.* 
's, particularly 


ductions in various line 





company 


Rate re- 





auto liability, were absorbed by new 
business produced. Workmen’s compen- 
sation production soared to new heights 
in keeping with the expanded industrial 
activity. These were the two biggest 
lines written, with general liability and 
fidelity-surety next in order of impor- 
tance. 

As in previous years this exhibit is 
designed to give students of production 
and underwriting trends some guidance 
in judging individual company perform- 
ance. It is therefore recommended as 
an index to what lines were profitable 
in New York State last year; what lines 
produced poor experience. For the first 
time Group accident and health is given 

















Company Premiums Incurred Ratio 
Earned Losses Loss 
Accident & Casualty 
DOUCHE 4 iacnsececncssos $7,149 $2,922 40.9 
SE rata t eis ae ee Rene oak aa ek 547 80 14.6 
ROLE RAI orcs xs 55 ore c 09.49 Bled Bawa Oe 84,680 87,810 103.7 
NEE MALY, os. seickeaueso ie aeeee Sa aes 75,411 40,327 53:5 
Wy OLMMOH S ASOD: cs 5.5 eka ace tGowsw wisn eays 63,021 67,796 107.6 
PRU eucas cdeswairn SARK Ge 6Oa ARR Mp kG ees 7,681 1,856 24.2 
PN ecru be be Sa we eee pees eos 1,072 10 9 
ig a areca monet erie rere: SN 15,010 10,197 67.9 
IAEA BONNE. 6 o5s.a ise cen wcalsveteea ss 46,057 10,683 23.2 
RO PU CR PAOR Sc iso winnie plese Saw STs 21,650 13,292 61.4 
ROIS SNE oss ce abe ce Dewow she reae) 843 1,153 136.8 
Other Prop; Damawe:- ‘and ‘Coll.c.ciscesws ces 460 61 13:3 
WOR 2 oes beads son0t apo aeee eee As $323,581 $236,187 73.0% 
Aetna Casualty & Surety 
ROME C5 Lecaanee en sen kabawsecssokeok oaiee $8,054 $278 3.5 
PRUE on urate ie sage OC sit eee ba a pees 114 o0 78.9 
rales Ge 2 ce s8 5 awh aks pos kioeaeess 2,881,524 1,130,747 39.2 
COE RE so nox 554 x Shek saw eur as econ 1,911,514 292,210 15.3 
VOTRE 6 SIONIO, ooo :5 kh dsuedcbesawaewesene 4,162,525 3,124,698 75.1 
Se ea ee er ce 327,899 52,566 16.0 
PND 2iSo cies encnss Serpe cweea ess naneten 558,895 37,933 6.8 
SNE RAEN 5c Ss a acs 0. 0 0 RTE dE 128,229 45,137 S52 
era AN TROT s os A.c6 seas can taeeone sounds 460,572 115,655 25:1 
MTU ph ch os ha Nan Gu de Sanne Sore 37,546 8,539 22.7 
haste Prop, DaMAwe. oss os ooo dais oudecacn eee 779,040 326,512 41.9 
RGN SION, Viscci as cedec sana necereweReueed 192 —l —5 
Other Prop. Damage and Coll..............5. 91,425 14,118 15.4 
NE ocisiig igs Sate ean Oatlom DeeNaiemaenge sa 278,907 146,892 52.7 
NB si cen sces toh shearesetepapeera $11,626,436 $5,295,374 45.5% 
Aetna Life 
RINE 25 6b than be eehle ua Ve Laine Beads $603,361 $167,002 a7 7 
OME cc DARADE GERAKAN S oh sR ewe Ee eKe 79,880 94,032 117.7 
Group Accident & Health................... 1,525,482 1,252,584 82.1 
Auto Liability ....... AS rt een eer 21 —8,984 
CORE TSANG io oecacsscusdesuws ddaweeee bes 77 66,945 
Workmen's: GGOMD,.. 5.45 ses se cas berweuspanes 26 177,759 
DAAIE. bcc naKbdns sbdohastetabioins $2,208,847 $1,615,448 73.1% 
Allstate Insurance Co. 
ARTI) PIER i fb we Ciceds xing io wleuse x wren sls eende $1,533,920 $491,221 32.0 
Auto Prop. Taate ns ciinccie cs comes aeses 418,520 142,203 34.0 
GU Ncciccucoranscesshekeshetausaeiu $1,952,440 $633,524 32.4% 
Amalgamated Mutual 
Aste TARY: <seckchcceseccinkepiPesion seus $216,869 $92,145 42.5 
Aute Prop) Waniawe si.icsccuncccasccsavas ves 43,374 28,181 65.0 
PN cp sinckaksasawiheeh eeeesens $260,243 $120,326 46.2% 
American Automobile 
Astte) TAQDUEY so cscssus cas Sew taGiweaaes oon $305,059 $99,249 325 
SURGE MBBS 055: Scds os bsp eNseGawar ness 7,529 635 8.4 
WV GRIIOI SE OBEID, 65 cis bas < dows Kaew weices 9,340 4,981 53.0 
ae ce ae) 2 re ee 81,664 31,006 38.0 
Other Prop: Damage and Coll.........../..: 1,113 
MAIS. siic dle swhinbedies phaneseesesaee $404,705 $135,871 33.6% 


*On net written basis, 


a separate listing, thus indicating the 
growing importance of this line in war- 
time. 

On an earned basis total production 
for the state last vear was $254,637,432 
compared with $213,198,808* in 1941, State 
Fund results included. Losses incurred 
for 1942 were $123,991,288 compared with 
$106,313,673.* Loss ratio for all carriers 
was 48.7% compared with 49.9% the 
year previous. 

A breakdown of these results shows 
that the stock companies produced total 
earned premiums of $162,277,514, or 64% 
of the total, compared with $136,962,241* 
in 1941, Net premiums of these carriers 
on a direct written basis amounted to 
$166,699,949 compared with $142,793,630* 
the year previous. ‘ 

Total losses incurred were $72,462,742 
compared with $58,288,166,* and aggre- 


American Bonding 
Fidelity 
Surety 


American Credit Indemnity 
Credit 


PENNS fee betta its ee epar omar es 


American Employers’ 


PAGER ces clos cariaeara eae ss soe! ecco ahivas aslo 
PAGED sisi eetna te aca yep ees wae hs eae reas ei ecaels 
Group Accident G2: Health... cccscsccescosaces 
PARTE ESA DUES 5 ois ces dereaeenbene sinkeies 
GRIER WAIIIEY — 0 i ccsinieis nea aio eee Peewee 
WN OPRONEY S CORIO. isis d5hn5 So erences 
PRUGOLEN Nt 1e-son aon cisru ayaa corer 


Surety 
Plate Glass 


SICA OLED Casscworceisens bed saawreees 


Machinery 


MOS Prop, DamMare s.... sc.cases see teen os 
PMG) MO MIOE 5 50 wees Grideoaslawseves ne 


MUS eels tanh anne rear eey OES iste 


American Fidelity & Casualty 


Aato LAQDEEsy ics aorscemanev asses wades ss 
Pato: PLOR, MOGRIABE s. <5 5-65 ccs werceveewces <x 


SLECHRERES onic ta at steaks Cor acre relaks 


American Guarantee & Liability 


PNECIAORE cawarosaes cue ses ee ee eee se 
PRUE DOPAC ar ciasaee asais. cra ciuteinn > ove sig! ome weeiems 
Opher Tava wty.. acca asanteresownsarsss 
Woneen S COMD. biicccscatoress eerie se 2 


Fidelity 


5 ULE ©, oS aaa ae os Aart eee oo ewe eee 
Burglary and [Lp Vy 1 ee renee cto 
RAI GUC 55 ices sisi giaicinls six me's) sleie' ei sisie's 


Machinery 


PNtO PEO. AIGA RE S55. ced cede ieees oes 
PREG RESON 2 sic aa sin oko see ee aees 


TU PANS y.«,314-dxear eee ewe ule eres 


American Lumbermens 


NCEE 5505 oy o%ia en trecuis e ceata es Eee eNE Wp AE 
ANDERE) ERATE osc sucussresass cr ole ccs bem sso alec eects 
PING TMA ANE c's. 5s aera seein onsets 
WeremenS COMP. 6 oes sis s oe sie ences ar 


Fidelity 


BeOS CESS Aire Sore ert nan eye ee 
VED ced ag. ite 0 Ul Bio) 0 ee eae eee 
COT SRNL Ts. (v5 n: seave vie ala ter aseraet nl enstashi's eetusnete 
RMACHIBOLY. <6 ac swan cui ces see on sanuuumees 
Amto Prop. Damawre. «.. :csicdencovsek ss 


Auto Collision 


Other Prop. Damage and Coll............ 


EAS ceisintte eo ee mnt mee 


ESE a ee ae ces ee eR 


Leek eee Pee es ee ee ee 


gate loss ratio was 44.7 as agains: 424 
in 1941, 

Mutual carriers produced $68, 1!1i8,929 
in earned premiums, or 26% of the total, 
compared with $53,757,929* in 1941. Their 
total losses incurred were $32,166,221 
compared with $28,214,713,* and loss ra- 
tio of 47.2 as against 52.5 in 1941. Work- 
men’s compensation volume accounted 
for the major portion of mutual com 
pany production in New York last year, 
total premiums earned in this line he- 
ing $33,355,425 with losses incurred of 
$19,017,711 and loss ratio of 57.0. 

The New York State Insurance Fund 
showed $24,250,989 in earned premiums 
compared with $22,479,315* the year pre- 
vious, or 10% of the total. Losses in- 
curred were $19,362,325 compared with 
$19,810,795* in 1941, and loss ratio wa 
79.8 in contrast to 88.1 the year previous. 

















Aem $84,738 $15,309 IX] 
rah 54,119 14,314 264 
eee 24,089 x ane ee 
pve 106,976 19,864 18.6 
a $269,922 $49,487 18.3% 
ve $229,475 $49,799 217 
a. $229,475 $49,799 21.7% 
en $23,075 $5,581 24.2 
oe 1352: 491 36.3 
ae 1,336 184 13.8 
eters 459,105 203,893 44 
Ae 238,438 129,311 54.2 
oes 1,043,403 718,172 68.8 
ee 33,832 14,415 42.6 
cht 65,972 21,731 32.9 
nae 16,687 8,847 53.0 
ae 35,063 11,458 32.7 
ree 13,622 3,778 27.7 
sie 3,004 4,470 148.8 
coe 126,714 69,349 54.7 
oie 2,629 642 24.4 
ass 32,777 2,998 91 
oe $2,097,009 $1,195,320 57.0% 
ou $203,226 $113,251 bbs 
Leo 41,235 26,842 65.1 
aor. $244,461 $140,093 57.3% 
ae $13 are 

ya 37,729 $29,193 77.4 
Ee. 4,878 3,359 68.9 
ie 9,452 36,354 384.6 
siete 18,619 6,063 32.6 
ae 964 133 13.8 
oa 2,667 200 ho 
ae 14,400 2,456 7 
see 10,236 760 7A 
ey 11,635 5,807 J9.9 
ee 203 ae aAT 
_ 250 

Ry. $111,046 $84,325 75.9% 
ee $148,335 $42,139 28.4 
Seat 4,645,864 1,931,377 11.6 
ise 736,452 359,519 {8.8 
cae 2,411,866 1,707,907 708 
ak 23,413 8,357 35.7 
nt 33,548 11,322 30./ 
eave 40,070 3372 8.2 
aS 45,206 4,491 9.9 
sai 13,947 3,028 2 

eas 1,266,452 496,069 30.2 
sty 51,340 24,778 48 3 
ar 47,179 7,080 a! 
oe: $9,463,672 $4,599,339 4b 0% 
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THIS FREE SERVICE FROM 


bene wile oe Fae 


WILL HELP PROTECT YOUR HOME 


RIGHT IN YOUR neighborhood ... just a 
few seconds from your home by phone... 


you will find The Man with the Plan. 


And who is this man? . . . and what is his 
plan? ... and why should it interest you? 


Briefly and simply, this: ... 


This man is The Employers’ Group Man... 
your local agent or broker of three of the 
most progressive casualty and fire insurance 
companies in America . . . a specialist in 
planning the best insurance protection for 
your home at the lowest possible cost. 


e ee 


At your leisure ...and without any obliga- 
tion to you...he sits down and discusses 
all phases of your insurance. He shows how 
to determine the exact value of everything 
in your home. He goes over your present 


insurance policies... analyzes them 
thoroughly. Then he gives you, absolutely 
free, an attractive, compact book that con- 
tains a complete record of your insurance 
... your coverages, premiums, expiration 
dates ... plus good, sound recommenda- 
tions for changes that will provide better 
protection for you. 
* * * 


Right now, when the protection and secu- 
rity of homes are of vital importance... 
now, when changing conditions are out- 
dating many insurance coverages . .. it will 
pay you well to talk with The Man with 
the Plan. 


Remember, it will cost you nothing for 
his analysis. Call him today. If you don’t 
know his name and address, write to us 
and we'll gladly tell you who he is. 


THE EMPLOYERS’ LIABILITY ASSURANCE CORP., LTD. e THE EMPLOYERS’ FIRE INSURANCE CO. 






























If the war has caused a family shake- 
up in your home... 

If you have changed your occupa- 
tion or job... 

If you have not made a new inven- 
tory of your possessions... 

If your insurance has not been re- 
cently analyzed thoroughly... 

If you want to be sure your home, 
your income, and your savings are 
properly protected... 

Get in touch with The Man with the 
Plan, now. 


THE EMPLOYERS’ GROUP MAN IS 










Mil ag 
“ey, 
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THE EMPLOYERS’ GROUP 
N10 Milk Street, Boston, Mass. 





° AMERICAN EMPLOYERS’ INSURANCE CO, 
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Company 

American Motorists 
Accident 
Group: Accident a2 FIGaGh eo. iside'ssaciewsas 
Auto Liability 
Other Liability 
Workmen’s Comp. 
Fidelity 
Surety 
Plate Glass 
Burglary and 
Steam Boiler 
Machinery 
AGH PLO. TANAVE. <0 5306s sch weree sen susors 
Auto Collision 


RES cs5.3 Gusset ea SCAR RR aes 


American Mutual Liability 
Accident 
Health Sha ath aahece ke 
ROLO AUIS, ibis eae kon eeass baw enasabaners 
Other Liability 
WV OFM SACOM: 0s sac ccnsescasieceewedess 
Fide lity 
PRMUE MSUASS seins d cn aionsdevwrasmarewneas naire 
3urglary and 
AO? ED CORO. Fs doss 65s sae eecee bi wes ee 
Auto Collision 


WHIE so o'xésbcukntney bare resawe Noes 


American Policyholders’ 


RROIE 5:50 SEH ae COTES See eet 
ARMED SAAD: n0z ca cwics Snare eseebes chee 
ET Lee oc o's KE eRe aren tame wene 
SV Oremen's: OMID: 6 os Seuhesliw twee oes 
Rute Prop, SoanMaere ou so tacks caw salrscance 
AGNES AMLIRLIOE: 2ic34<Fare soa ee a eek ORR EROS 
Other Prop. Damave yind Coll, ....06..65:06.0<00% 

PMO i vi'xncs Gieetaet Rain ee ome ene 


American Surety 
\ccident 
Health 
Auto Liability 
SOE PUARINEY 616050 Saatowneda ering cha Seree 
WY OPUINCN'S ASOMD: asics nos susa0as vunieesdees 
Fidelity 
PURELY 5.5 visit since eeada aoe ee eed enhatedions 
Peabe ASIDES: 6.cGunawspkoee be chen las ceeneienes 
Bereery BNO TUS; cass csocsdacsonsouanesns 
AttG -PHOp: PIAA. ox ccc sdk weh cds canleene 
Auto Collision 
Othe 


Prop. Damage 


SOG «ssn. inwidaes LANG Sabo ee ee 


Arex Indemnity 
Auto Liability. 
Other Liability 
MV OMICS TON. oa sleis's vo eds dtowsaaneses 
PERE RMORS occ bexsandad d <andsaGeiorkeh wees 
Burwlaty and’ Theft... sovsscsscccocsendecses 
Steam Boiler 
SN Te ee ee ae 
Auto: (POD, WDAMIARE 65560-60095 0050545 e000R> 
Other Prop. Damage and Coll................ 


RAAIG Gakcatees 50s dasa sdasstsuwaws 


Associated Indemnity 
Auto Liability 
CREE Tata oo66-55 5.0 Kawele teeth eeeasensees 
ONIONS ORID.: i.vicsansed seneewss aces sews 
MOS iss nes cNg ue ray pea ab CS ah Aeone 85S URRY 
PORE NSS 355, ob cae otras boing Scie Sb alee ie 
Burglary and 
AMEEO F°COP:, TIRGIAR CS 1) 6 wi0wa%0.¥.00'50dpaierws neo 
\uto Collision 
All Other 


SSS cc isch races samen mened pena 


Bakers Mutual 
SECT ESTADILOS hase 0:8 bi. ae Swe Apis eeere sinks > 
WVOPKINENS ACOMD, 555 savas shewird caedcansees 


Glass 


Bankers Indemnity 
Accident 
Health 
Auto Liability 
Other Liability 
WV OEAMIO GME OIID sas Son aah + sane cdevea ent 
Fidelity 
Surety 
Plate 


Glass 
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Burplary and Tei. cicagc5 000s 00% Foie 173,290 48,011 27.7 
PEO TE TOD: SUDAIAOE. o'css Silsnes cakes eee cieioes 169,734 76,195 44.9 
PANE COPUMEONL: Fo ako sane otecee ores Rew ONT ene aace ete 2,643 1,483 56.1 
Other Prop. Damage and Coll.............. 6,459 1,007 15/ 
Earned Losses Loss NE ooo tative res cheienue a $1,842,507 $593,693 32.2% 
Premiums Incurred Ratio Butchers Mutual 
ARR I os poe ante woo ate eee be rae ans $393,264 $155,129 304 
$68,132 $11,828 17.4 Oot TAB co ciccec wr diores one das uaentesnwels 162,480 46,928 28! 
14,604 7,219 49.4 WA Orie t SF CONRID,  « io-siciccsia ieesldtemoiroea woes 1,068,876 433,899 40.6 
1,745,146 836,945 48.0 DN eis ibe ek eles 58,301 28,025 48 | 
149,193 84,925 56.9 POT Pia) eo ney kgs! Do ci 2 a I a A 102,516 27,880 27.2 
770,874 705,362 91.5 Oe Gh a I PET ae RA te 1,485 957 644 
— 1,731 27.1 Other Prop. Damage and Coll................ 1,922 149 ie 
9.151 2853 31.2 ag ines gO Maw ti $1,788,844 $692,967 38.7% . 
5,963 1,673 —28.1 Car & General 7 
6,177 1,688 27.3 INE ncn ve chs uades ie veedcieoersssnpenss $244 fans om 
1,473 —48 —3.3 PSS SIRO «5.5 ti6 sor aie aia. 9 ase athsbiom ERIS S01 172,591 109,220 63.3 7 
168,574 201,152 42.9 TOT HATES ics f's'5s <sicse einie omnes eee Bata tar 42,458 14,509 34.2 S 
14,380 2,484 17.3 WVanlcinen 6 COD. os esscie hese tie san ees trnceass 106,453 58,981 55.1 A 
20/049 384 CD - A soos en ee nea 332 si 230 | 
—- A ———————_SUTrety occ rrcccccccccccccccccsnccccccveccsecs O24 —Z/5 —9, id 
$3,287,003 $1,854,850 OAM PU IRE ao oink cneie rons ston sprduavavens 5,779 3,391 58.7 ‘ 
Barwlary ANG DREtl. 4c esr seuss ees eeeeese sa io (2,661 33.7 : 
$33,698 $7,888 23.4 Auto Prop. Damage..........eeseeeeeeeeeees q Me — 6 
9763 5.729 5.7 Auto Collision teteeeees eases vena Favs id an sp 7.0 
654.499 230,177 352 Other Prop. Damage and Coll................ : 57 oe 
gee =: di ne i ela ros $388,989 $215,880 55.5% 
4,434,565 2,669,198 60.2 Cc hp aenebey ie Co 
47,657 37,256 78,2 EE Ey Ss See ere 27 : 
4466 3.469 77 Accident Penn eee e eee e nent nee e eens $2 Lotte wees a 
14.059 7'952 I 0 Auto Liability PERE Ee eer IAP eT a hae 97,132 56,040 Dict 3 
175.155 78.012 44.5 (Continued on Page 18) a 
69,823 10,030 14.4 4 
$5,942,028 $3,257,766 54.8% 
$1 ee ee 
504,114 274,465 54.4 
41,668 9,734 23.4 
81.973 88,352 078 ~=—ti‘(<i«‘(<O lS aaa 
144°805 78,995 54.5 
846 195 23.0 
983 203 20.8 
~ $774,480 «$452,034 «SRA 
$3,838 $134 3.5 
31 ror bras 
476,937 276,431 580 ‘ 
274,663 125,644 45.7 7 mh ie 
718,388 644,664 89.7 { : 3 sits SI SEE NCS Bia RI BME Es ie Se CAR wR 
782/543 275,982 35.3 = , ie 
556,118 146,018 26.3 a T 
— — = a he insurance agent is in 
97,824 —2,479 —2,5 e 
Isas46 70.247 807 the front line of a constant 
’ At 3. 
ee ene ane battle ---the battle to hold ' 
$3,096,777 $1,552,247 50.1% ES 
a. ae strong and strengthen the i 
po, DI, £0.2 e e e ; E 
26,556 6,883 25.9 s 
26556 6883289 productivity of this country . 
3,040 1,617 53.2 e e © if . 
11,342 506 4.5 ->oinsurance Is action: :: 1 
152 75 49.3 é 
6 
ee ae calls for the prevention 
264 aOR e 
—_—_—- i - of loss eee its greatest foe 
$103,959 $48,452 16.6% 
e 
n eee 
$34,916 $23,601 67.6 is carelessness 
18,678 4,563 24.4 
71/866 42'999 508 lts Battle Cry eee 
246 fincas Te 
3,360 1,687 50.2 rm Mu id 
12,712 4,534 35.7 Sie ~ TAKE CARE | 
a me | es ee” IG 
7 d 
aie RW Se WOO. Wai akione | 
_ m FIELD CORRESPONDENT ' 
ae ee a “ : 
‘W2ie 5047293 wh eh eh | 
$655,890 $257,658 39.3% ¢ i 
ail pe BA So JonN stReET 
$15,036 $4,497 29,9 qr oy} 90J : 
1,942 841 13.3 Ro | Le Ew YORK Grr¥ ; 
619,508 213,803 34.5 \ 4 
371,075 78,842 ZA E 
422220 143,485 34.0 i 
a4 759 aay 4 
sarge 470 Be a 
60,591 24,300 10.1 - ” -_ = 
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OF INSURANCE 














COMPANIES 











Aetna Casualty & Surety Co. 
Aetna Insurance Co. 


Aetna Life Insurance Co. 


Allied American Mutual Fire Insurance Co. 


American Automobile Insurance Co. 
American Casualty Co. 

American Employers Insurance Co. 
American Motorists Fire Insurance Co. 
American Motorists Insurance Co. 


American Mutual Liability Insurance Co. 


Associate Mutual Insurance Cos. 
Atlantic Mutual Insurance Co. 
Automobile Insurance Co., of Hartford 
Car & General Insurance Co. 

Century Indemnity Co., The 
Commercial Casualty Insurance Co. 
Connecticut General Life Insurance Co. 
Connecticut Mutual Life Insurance Co. 
Continental Assurance Co. 

Continental Casualty Co. 

Empire State Mutual Life Insurance Co. 
Employers’ Fire Insurance Co. 
Employers’ Liability Assurance Co., Ltd. 


Equitable Life Assurance Society 


Federal Mutual Fire Insurance Co. 
Federated Hardware Mutuals 

Fidelity & Casualty Co. of N. Y. 
Fidelity & Guaranty Fire Corp. 

Franklin National Insurance Co. 

General Accident Fire & Life Assur. Corp. 


General Exchange Insurance Corp. 


Hardware Dealers Mutual Fire Insurance Co. 


Hardware Mutual Casualty Co. 

Home Indemnity Co. 

Home Life Insurance Co. 

John Hancock Mutual Life Insurance Co. 
Knickerbocker Insurance Co. 

Lincoln National Life Insurance Co. 
Loyal Protective Life Insurance Co. 
Lumbermens Mutual Casualty Co, 
Maryland Casualty Co. 

Massachusetts Bonding & Insurance Co. 
Massachusetts Mutual Life Insurance Co. 
Mechanics & Traders Insurance Co. 
Metropolitan Life Insurance Co. 

Motors Insurance Company 

Mutual Implement & Hardware Insurance Co. 


National Accident & Health Insurance Co. 





National Fire Insurance Co. 

National Life Insurance Co. 

National Retailers Mutual Insurance Co. 
New Amsterdam Casualty Co. 

New England Mutual Life Insurance Co. 
New York Life Insurance Co. 

Pacific Mutual Life Insurance Co. 

Pacific National Fire Insurance Co. 
Piedmont Fire Insurance Co. 

Potomac Insurance Co. 

St. Paul Mercury Indemnity Co. 

Standard Accident Insurance Co. 
Standard Fire Insurance Co. 

Standard Insurance Company of New York 
Standard Surety & Casualty Co. of New York 
Sun Life Assurance Co. of Canada 
Switzerland General Insurance Co. 
Transcontinental Insurance Co. 

Union Labor Life Insurance Co. 

Union Mutual Life Insurance Co. 

United States Casualty Co. Claim Department 
U. S. Fidelity & Guaranty Co. 

Universal Indemnity Insurance Co., N. J. 


Universal Insurance Co. of N. J. 


World Fire & Marine Insurance Co., The 














Fast Becoming Newark’s Insurance Center 


An outstanding modern building, 


offering prime location and service 


in Newark’s business center. 


Desirable office units available to 
meet your requirements at moderate 


rentals. 


'T he building warrants your serious 
consideration for your Newark 


offices and invites your inspection. 











1180 Raymond Boulevard 


COMMERCE CORPORATION 


Ownership Management 


Telephone: MArket 3-4600 


Newark, N. J. 
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New York State Experience 


(Continued from Page 16) 


Company 


Central Surety (Continued) 
Other Liability 
Workmen’s Comp. 
Fidelity 
Surety 
Plate Glass 
ge Khe 1 | a er ee 
Oe cn ae OO 
Other Prop. Damage and Coll............... 


NE acces Sok ssk ombud peak ey ates 


Century Indemnity 
Accident 
Health 
Group Accident & Health................... 
\uto Liability 
Other Liability 
WHOPIANON'S GOMID. oko conc cccnecuscswseeages 
Fidelity 
Surety 
Plate Glass 
Burglary and Theft... ...... 0c cocccscscececs 
PANG FLOP; SAMAR o.o.5 ose 055 6550609 000 wneess 
Auto Collision 


BORD, 66550665006 ¥000 see brad do veess 


Citizens Casualty 
Auto Liability 
Auto Prop: WOME. 065 sivsveeesdesadtaavaas 


ME oa 5 shinee AS wndesce eivdes teu 


Coal Merchants Mutual 
Auto Liability 
Other Liability 
pe ee a ee 
Auto Prop. Damage............cccsscevseres 
Other Prop. Damage and Coll................ 


WIENS sic crak eure ed-s bake be cumedaien 


Columbia Casualty 
Accident 
Health 
Auto Liability 
Other Liability 
MATES GIN. (5 beck c bei ncciesinsosdanndes 
Fidelity 
Surety 
Plate Glass 
te ae: ae 2 | a ane 
Steam Boiler 
Machinery 
Auto: Prop: Damage. .....6 0000056 00ss000008% 
Auto Collision 
Other Prop. Damage and Coll................ 
Sprinkler 


BANGED». 55050 i abonng aeaeeeeeoeas ease de 


Commercial Casualty 
Accident 
Health 
Group Accident & Health................... 
Auto Liability 
Other Liability 
WE ORRIN S COTID.. 66 ooicsesaiessawetacseaewan 
Fidelity 
EE oop cane Giaan nein ke herabe par arndan was 
Plate Glass 
eg ae Co Ge (a 
Aste’ Prop; DAMARE....2.0005.000009 506000008 
Auto Collision 
Other Prop. Damage and Coll............... 
Sprinkler 


NEN a Fete ass cue a ietneaina oR esee 


Connecticut Indemnity 
Auto Liability 
Other Liability 
EE ee 
Plate Glass 
ee oe a | 
ce ge ae | 


PUG CON Sewienketeate + bhete 


Consolidated Taxpayers 
Ge eS ae 


NN a oe te os hn 5g drs bid 0 wd ws ce 


Continental Casualty 
Accident 
Health 
Group Accident & Health... .....0....0s005 
Non-Can. A. & H 


Auto Liability 
Other Liability 


























Premiums Incurred Ratio 
Earned Losses Loss 
84,372 57,850 68.6 
99,659 122,395 122.8 
23,360 16,832 72.1 
17,994 1,007 5.6 
9,760 3,996 40.9 
25,416 5,743 22.6 
27,302 16,675 61.1 
2177 2,348 107.9 
$387,199 $282,886 73.1% 
$36,213 $7,618 21.0 
3,102 2,338 75.4 
156,919 115,264 73.5 
634,476 235,758 $7.2 
457,892 100,782 22.0 
678,898 372,641 54.9 
98,154 6,390 6.5 
136,045 58,869 43.3 
46,445 19,224 414 
108,688 36,083 33.2 
172,183 80,328 46.7 
4,599 1,981 43.1 
18,179 2,469 13.6 
$2,551,793 $1,039,745 10.7% 
$413,641 $210,451 50.9 
103,328 63,011 61.0 
$516,969 $273,462 52.9% 
$262,154 $104,418 39.8 
27,223 10,276 37.7 
473,724 216,256 45.7 
84,473 36,719 43.5 
4,278 894 20.9 
$851,852 $368,563 13.3% 
$11,616 —$375 —3,2 
845 —189 22.4 
225,143 90,476 40,2 
107,610 28,224 26,2 
152,750 63,207 41.4 
36,766 2,426 6.6 
72,553 33,126 45.7 
11,145 4,928 44.2 
40,536 5,955 14.7 
9.753 190 1.9 
9,516 23,047 242.2 
62,806 32,158 51.2 
1,679 434 25.8 
4,144 1,609 38.8 
897 1,981 220.8 
$747,759 $287,197 38.4% 
$133,998 $44,158 33.0 
129,721 76,730 59.2 
529,750 344,815 65.1 
470,786 274,655 58.3 
268,030 86,058 32.1 
221,396 122,064 55.1 
11,997 —2,810 23.4 
19,079 9,798 51.4 
35,697 13,244 37.1 
63,017 31,419 49.9 
109,963 53,818 48.9 
1,415 813 57.5 
4,695 1,009 Zi5 
212 petre 
$1,999,756 $1,036,175 51.8% 
$6,178 $2,181 35.3 
696 haks oy 
302 ee 
9g eae 
142 ia ak ee 
1,729 488 28.2 
$9,056 $2,669 20,54 
$857,733 $246,505 28.7 
$857,733 $246,505 28.79, 
$467,966 $113,350 24.2 
396,580 204,836 S17 
70,508 43,112 61.1 
83,875 116,653 139.1 
741,856 168,218 227 
425,769 —3,431 — 
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JOHN F. NUBEL, President 


Nubel Agency, Inc. 


111 JOHN STREET, NEW YORK 
Telephone: REctor 2-7667 








A Multiple Line Agency Representing the Following Companies: 


FIRE 


Bankers & Shippers Insurance Co., N. Y. 
Sea Insurance Company, Ltd. 
Country-wide Binding Facilities 
Alex Kennel, Manager 


AUTOMOBILE 


Federal Insurance Company, of N. J. 
General Insurance Company of America 



















































































Bankers & Shippers Insurance Co., N. Y. q 
| Globe & Rutgers Fire Insurance Co. ; 
Frank Keller, Manager : 
INLAND & OCEAN MARINE A 
Commerce Insurance Company : 
(through Marine Office of America) & 
Bankers & Shippers Insurance Co., N. Y. & 
Charles S. Bucca, Manager * 
CASUALTY E 
‘ Bs 
Protective Indemnity Company p 
WwW 4 
PERSONALIZED SERVICE” 4 
Workmien’s*Gomp.. cs4-cc< c0ctnocdtasiewiaees 602,251 404,589 67.2 ; 
PC ter In cap tar-tclcctehe ovte avecer telomere Me ore 99,535 40,109 40.3 
Se cL ea eee ro te Ree RE, ERS, ore 235,902 122,113 518 
ERLE ABS) p57, 5-055 nrarsis score sustenance arate 51,491 21,068 40.9 i 
unplary and: UNE ccseancaie venewsrvenliniies 106,198 68,135 64.2 | 
DHE ATMEONEE) << a:sciaws Seno eawetnewecan eres 3,465 312 9.0 
NACI TY. cts Aiay:cieaievivia asa Gltaawaietencamiomates 1,494 Rr ee 
AUtO LOD. WOAIMACE 0% dowanncewactidusclanie ss 207,041 72,764 35.1 
PUtOTGOMISIONA © fo: et lds vec meee tetehinns as 3,286 2,594 78.9 i 
Other Prop. Damage and ‘Coll. o/c ceo 5s csces 7,080 9 a | 
ER eae ee $3,504,297 $1,374,431 30.2% Te 
Eagle Indemnity ee 
RANE 8 inatoie xiuniarennieees cvencandts $19,313 $6,279 32.5 | 
OS RS CRONE te ie Sit A 5 1,783 953 53.4 4 
STOUD ACCIGENt Gl THEAltA 6 ics tre ree io was 419 275 65.6 4 
PAULO EIU c cvetatavecocsrobeis wo nee Oe etal ecareetetns 710,990 429,181 60.4 i 
ier DABNEY oc ceekiis coke spe ha Gils ee ee 8 407,759 156,699 38.4 2 
WWGHKMION S GCOMID. oc ds aetis.seis etn wie incre 510,572 354,758 69.5 
I cis se oii Coen ee as 29028 20,028 690 
PORE IOI nc shs talties- tier cote etesers GEAR a aos 14,214 9,663 68.0 
PEM TRG NANG. 4. 5. goc suctaneicig guaran estos eaalamntoe er 56,827 22,562 39,7 
Mr@lary) and Mehl. < .icrcaureande a tiee warien 169,625 43,542 25:7 
SANT SOMCE ci erates v nis op ci Cac eo wine iene 11,921 3,945 33.1 
DENIC EY, 5 oc: dis.0,asers-<'s-s-cticelns Mises op atwlnce ar sayers os LEE Batis 
AMGOT EOD, WDaMa Pe: iis c. rawawremceiniee es 195,302 96,173 49,2 
PRATER ISIONR Ss iso s6 S66 4 valeneiv he's CON alice eRe 5,632 5,489 97.5 
Other Prop. Damage and ‘Coll. ..06. ss-c0.ci 0 14,262 3,146 22.1 
ANS sas haiio eine Osea attetonAlereee $2,147,648 — $1,113,752 51.9% 
Electric Mutual Liability 
Par ates 0 a a a $11,717 $3,204 27.3 
MOREE ASTM Yo calsis dr detie sate enenavele arene tinier 7,081 —300 —4.2 
WW Orieiet Sy COMID: . sini.a nud dardiere Maron ions 13,035 22,775 174.7 
AUtO EOD WAM ARE scsi die ean since was eave 2,997 877 29.3 
Other Prop, Damage and ‘Goll... 445.0065 3,168 144 4.6 
I in acacia aecscihan Aaetiaates $37,998 $26,700 70.3 
Empire Mutual Casualty ; 
ANGE ITEMS 401, citicrrstelere Gl sie a ttieelas etre: $457,594 298,470 65.2 
Oe piey ek ns ciate as Ree meno ene 120 aoe eee 
Uy Coe ig cog iee: 00) 5) 2 ag a Pore 102,826 38,973 37.9 
PIED, sole ote vise olervlorotieietha ciataeel pie aie $560,540 $337,443 60.2° 
Employers’ Liability ? 
Tcl fs Ls) an a a Oa ce ee $59,851 $12,825 21.4 
CTL LIA Rg CAR ee rie re eee rr 6,679 1,372 20.5 
Group Accident Sr TLE iiss sce cacewurnnac 27,880 26,824 96.2 
INTE AG A NI A Oe hire aie ece- exec rater stare e eigelwe tis evans 240 Spats ms 
artes RG tt ys cc ious ios /06 spss ve wins inl een clo eince 697,892 340,231 48.8 
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* 
Fifteen Leading Stock Companies " ae Fund Indemnity 
Pel | ere 5 
In 1942 N ne Necident ......-.2ssseseeeeveeeteeeseneiee $119,574 $46,433 388 
ew York State Writings as tisiiiy wre = 
‘ Earned _Losses Rae) AMIN 0h 9 26 staevsrcevanincsdices 397,196 143.068 43 
Comm : Premiums _ Incurred Ratio Workenen’s Comp. - 0.6.0... .cccesseccessens 608172 ers 39 
Travelers ee Ce eee $20,970,609 $ 9,713,246 46.3%, _ * Ree one tomes 198, 2 389,151 55.7 
Aetna tt Goin 13,835 283 pg 6.3% 10 eS a li i Aki saa 37,621 3,299 &.8 
Fidelity & Casualty.............0000ccsscce 8,278,080 4,383,800 oa, Plate Glass LO AEN CT aE 3159 Bren Us 
Ha ford Accident, Qe 8,007,153 3,028,135 378 Burglary and Theft............... a 105,484 hye = 
ane ates | eR ae hee 6,307,719 2,893,305 45.9 Auto Prop. Damage. ......<.0.sses 199,764 em = 
Ges so ex ces cocseacsvcsaneescs: 5,199,434 1,998,914 4 Auto Collision ...........0.-sesereeeeeerers - 2019 369 
Globe Indemnity ....... "157. por 38.4 Other P : reetaah ae 8 pare ae 5,466 2,019 36.9 
Rs As veep Gvekt «pagers 5,157,104 1.994.780 38 ther Prop. Damage and Coll ? ’ 1 
epek MR Se KGA 50 8 ps Paneer ave 4,661,546 2,203,529 173 ee ee css es 
le re bth. Sate ee 4,371,561 2,186,786 50.0 (ROME. as won secbaasel estes Uae $2,489 603 $1 101,39 y 
the = " 4 SoG as a 4,114,310 1,646,778 40.0 General Accident ae re es 
Caan - 90 ee oe 3,904,161 1,077,624 27.6 Accident .... 77 
Ne “Amaterdam asua “i ace h aaleh 3745 685 pp ie “pe «apa dei ea eeaienddaieedc bak $110,877 $30,314 27.3 
iii Be ee Ean bint pate 1,678,730 BN cin snvicenanerunddnkeasens, 853476 11057339 87 
¢ ee ea sea ‘saan bees i eg 0: <~ l  aldelaalaa atte ak 2,853,476 105,339 38.7 
Massachusetts Bonding ..................... 3,418,436 1,607,422 47.0 se ao oy lb Weigatealasiekiseceeketes oe is Wren re 
“oop gag ileal dae oe ae 45.7 
a “cmt ea meceastenaecaccescensaierecensas 2), ,279 ‘ 
Company ‘ Premiums er Ratio : whinge BNGN Ge es5 scents denanuven Gaacees 78,972 18,751 337 
. € BR DONCT weccee reece ceeceeesereecesesens 2. 5 7 F , 
Emel! Cabling (Cuatianadd arned Losses Loss IMGINORO Yo tanta toda yereksheunaas erasers cae a ~ 
‘ie, AOS RO DOU OG oi ooo i esicnccier sno 751,142 283 g “5 
Other Liability. s+.+--s+-seeeseesseese sees 985,435 501,433 site, ° IIR Sires wen ixteryvcaexeniacicas 23773 ers oe 
Vorkmen’s Comp. ...sesesrsseesveeseveers 1,934,048 1,111,773 273 Other Prop. Damage and Coll................ 14973 ry as 
Fidelity ...eseeesseeeeeeeesseeeteeeeeseeees 127,549 20,665 iia ei on a = 
os ete: PONE: Se ean ORC He EOD Wy 36,594 21,135 578 ROME iy5425.ntadgaaedieccedsensuaee $5,199,434 $1,998,914 38.46 2 
Burglary ond eyo erkisemnxortenateeess 55,271 25,721 46.5 General Casualty of Americ a =e 
Burslary and Theltevs.s eee cecceeecee 104,173 14,710 A: PRM cus excsecen vss a 
"hr <0 faa REE 53,528 11,154 20.8 Mine EES a. cies vatdxibe¥adtcixaea pos = 4 04. 94 
achinery AOpen ets 131 3263 oy oe + ea ele OR naam 42,008 $24,943 59.4 
Auto Prop. Damage.....c.ccccccccc ue 184586 TABS Workmen's Compa 21ST —o- aa 
Other Prop. Damage and Coll........... aia 69,560 15042 4 oS FeV PY SORA GeO re aiae, aa ves 
42 27. ‘ cabs e heviquvidenisnasiaaciscuhosunies 2,651 a 
ot — - EI G6 soci ac da awausaaes cud bein 067 ‘247 25,5 
CNRS ce a7a'tren oe anedinianciuanerse) $4,371,561 2,186,786 50.0% Burglary and Theft..............0c0ccece cues 1 887 oy 
A ee Mutual Liability of Wisconsin Ae PROD DOMARe hace scene coneo<ss are l 2105 ¢ 713 $35 
Other Liability Sita ly Oi aaa ae is Rey acetate te $235,831 $56,543 24.0 Other Prop. Damage and Coll................ "169 ee Miz 
ther Liability «....sssssssereeseeeeeeeeeees 202,249 19,678 9.7 
— BACON Ds. 5 ir wis vives Sereolwnwemayreents 1,787,052 951,500 as ROCA awacdssaniacrcadswecseccaunss $66,381 $33,477 ia 50.4% 
“vei ee So Nees ea aac 3,581 1,065 29,7 General Transportation C. & S "ara 
piclagi iy, Sc lea RR ele 1,095 __ 168 15.3 Atay LID oo 5 ck ceaceceexs Seni $779,863 593,17 7 
Auto Brop., Damage.....e.sesseeseeiseeeses 00,052 27563 SE So" NE ARE OCT aa ry 
Collision ....++++++++ teen e eee e eee eeens 5,392 2 si liesion sg ° pals alate malaise ani ainsi 57112 120, = 
Other Prop. Damage and’ Coll. ........0..00% 29,189 —1,359 = )pirigg ach leas i Apa ROR PRR E ron ae ~ 
olen Auto Prop. Damage....;.. siniasebquhaciwes chs 59,856 12.395 26.5 
ae eee $2,330,441 $1,056.20 ree ther Prop. Damage and Coll................ 447 12 2.7 
apc Mutual OC. ee eeEE Cr CCre Te Cre ee rr eT TET $1,104,566 $720,910 65.39 
pe Ue ees WT 123) BY Accidemt weneescevseee ‘ va 
ome at Peete eee e tees eee: 602,346 201823 Py ——— NueadssGbuntascutecudenckseaecaweess $109,565 $30,318 277 
ee a — oe eee nes eeceeecensceers 122,986 53,088 43.2 Auto I NSE SIRES un eee bs 
er Prop, Damage and ‘Coll... 6 <sicess 8,933 1,109 124 Other Liability ER IR CATA 189,385 4708 3 
, ’ BI sn ureccsctsccentiegdaaaval 9,385 174,794 35.7 
—7 - Workmen’s Comp. ........... 5 76, G 
sa MOM ics eroet ist retiecnnn te $1,191,715 $470,660 Me ME eels occecursec aes om | aS 5 oa 
\ rp! Mutual Surety ..... SPEED RI aiphihiien 141599 750 45 
Ch: | $1619 gora7rs «cog. late Glass SII 2 
“hi Mas Base e san tcehiS rane renes 3,276 130 40 Batelaty ait PUG a6 cedacdavascasxscewacna 122°814 37°82 4.1 
“wig é 4 VEL. eee ee seco eee eeeeeeee eens 6,045 1,593 26.3 Awté Prop. Danae... ..06 06sec 247247 105;700 os 
Rito Bre Damage... c200200 2000 eae 3 Atta Colltion weeeessscccusecscccees FBT 
BIE score aiee nena ees-cahe mene 72,830 14,412 19.8 Other Prop. Damage and Coll............... 20,989 5470 261 
Totals 5 T «43.59 
PEPYS POCee TTT CEES $665,643 $344,197 51.7 als ) 5 
| Farm wate ae $665,64 $344,197 51.7% oe je at ei nkaa tletars kis tauewenes $2,736,102 $1,189,641 43.5% 
CCHEEIBE es aie = ei weaned 
\ Pe eg Palghat ai Ui sveixstainnssts 1,102 2 Accide 27,975 
en OS TREAN oan chee dis cece cede , 310 "2 112 Health eine Ti eID NACI 5087 at) op 
dat EMMA sess snengnewvinseersctnse mas 6398 «S=s4)S«Group Accident &@ Hiealih........-.00-00002 cls eal 1020 
her Liability «...eesssesseresercesseeees 687 982 CE RR IE ri cacanscavcesancenesineqeeacas 1,471,854 31806 M22 
Auto Prop. Bamage....c...ciissscsceceee ss ALG Other Liabilty 20000000 see 299 
Other Prop. Damage and Ca TRB RRR Bidltyes vvnneessscccssesenceeeitacee ae Se 
"it~ heen wetlany} ocala 118 Ge Be cn tntaconanereh onit = 48900 469 
= ana aaa Soe in ait gg Se 25773 
Fidelity i ania ’ 414,050 50.2% os ag Sem POU zinadakncchad dade saudaes a eae 39.8 
ad, 4 * GALIL BAJVEIN EL ceo eeeeeereeeeererereeneeeereeereereeeee ~ 7 7 2 
- — ACS AN Re OR eC TT ee eee art $185,430 45.4 : soa ie Naess sbesevtn thc sx ktent ee e5 5,927 oD 42.3 
in ee etiee cane eae vaesinsee eens 33,5. 38,500 114.8 Auto Prop. Damage.........-+++eeeeeeee eee: 358 7,91 8. 
te : Bie gy gl 1 eee ee 13,039 2,222 17.0 Paiste’ COMNSIOIN a sas cele dds neediest Tacunasiadeuds re eo oe 
Other Liabi Men 5ohwm evn aeneh W Cece wane x ee 1,579,780 668,954 42.3 Other Prop. Damage and Coll....... 33,509 2,64 7. 
(her Liability «ssseseesersseesceecestes 1589,968 383,737 — ae ~ See “wii 
Workmen's Comp. ...+++++++s+srsrseseseers 2,824,333 2,663,008 94.3 A $5,157,104 $1,994,780 38.7% 
[clty sosseeseseeseeriserteeeseeneneeieane Holl "122,470 27.5 Great American Indemnity ) Rsk 
se or ae ee nS A 6,0 pe ee Jo cal | Gee EONS eS aN Paar re err Cr 57 $31,2 
b Meg B Theft ree, ar Riatiba ee - 115,542 38,456 33.3 peer ee pert Pre ee rer rere ye i@ ar tr o4 
i i eh id ddan A ce ea 353,097 89,165 25.3 Group Accident & Health............cceees 2.403 1 25 $2 
satin Boiler .......s+sseesesssseeeseesseees 78,801 12,708 Sie” “Ree MNO... Jah uxkss enngaznnaencein 869,099 433,480 49.9 
NINE ease consesasseeeeerensanaee 81596 6,988 86 Other Liability 0.0.0.2... ceceeseeeeeeeees 661,717 157,963 23 
to aes BBOr te diduse se ds peakens cuan 425,750 158,641 37.3 Workmen’s Comp. .... 629,738 308 , 1 
er agg: An ‘and ri ieee eee 10,919 2,811 25.7 GUE 7.7 test ecrayunescrdesoeeners ‘88714 ; are ta 
ceseiphiiee ae 70.265 10711 13 , ee ee = OF, ‘. VU 
, : 5.2 ; Wexic ta een daotasdcascevareatecaecucnta 59,634 2 
Totals AG BOLE OC SPPEL Ce TORT ORE LE ee él 031 B64 378 
_ Sete eeeee eee eeete eee eeeee ns $8,278,080 $4,383,800 53.0% Burglary and Theft........-...-+-. 58,890 12,322 20.9 
an ity & Deposit : : Atito Prop. Damage. ....0.ceccscccs seats ee 244 264 85,741 381 
[elIY veeeseeereeerteeesestieseee 53 $575,543 $173,318 30,1 Auto Collision .....-..+0s.scecseseeeeeereees 3,179 534 168 
ely aosseseeseresesnssneereeneensonsestess 373,503 44,446 11.9 Other Prop. Damage and Coll.............++5 15,563 1,565 10.1 
Ce Glass oe ec eeeeneeeeeeneeeteeenseeees 62,928 Sprinkler ........eeeeeee sees 564 180 ‘ 
WE ETI: css cncscerarserepnaas 310,080 74,167 i , se 
: POUMae do tec ccsvecedesudaavenncesds 2,744,542 1,176,373 2.99 
PROMGA Se a aevish vane clh o cidel te aie wee $1,322,054 $291,931 22.1% (Continued on Msg bipt — 
/ - age <& 
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Page 18 
New York State Experience 
(Continued from Page 16) 
Company Premiums Incurred Ratio 
Earned Losses Loss 
Central Surety (Continued) 
i A ER ee ee eR ee 84,372 57,850 68.6 
MPIECIEN S MOND. cig vives ee cdbcSesnwsSoes's 99,659 122,395 122.8 
UNE. in Jen ak kt bake ase te ee eenane cakes 23,360 16,832 72.1 
EC LO eT a ee ee 17,994 1,007 5.6 
TERRE 35 Aa Coy WRASSE EG Oh 9,760 3,996 40.9 
oe ee ane | 25,416 5,743 22.6 
AMG POD, TAMMIE... oi gio cascteuscaasoaviecs 27,302 16,675 61.1 
Other Prop. Damage and Coll............... 2,177 2,348 107.9 
WEE c's: winsiweavwnt saving awiegavice $387,199 $282,886 73.1% 
Century Indemnity 
IONE x cxcbdesesnnceswaneestiwmehh ney en $36,213 $7,618 21.0 
RNS sae ctneb sap aiaee eseWen~ soaeien 3,102 2,338 75.4 
Group Accident & Health..............000 156,919 115,264 73.5 
SHG MDMA acer ns ctbewrdadece ineeeaveSee 634,476 235,758 57.2 
PION RANI ou vince sen obnindsa ses ceowanies 457,892 100,782 22.0 
Workmen’s Comp. .............scccccecceess 678,898 372,641 54.9 
 reisnesh sess weasels chs Korma spbeowse nk 98,154 6,390 6.5 
BOI 605 5 siio ws tawedane ihe k eka oes eee 136,045 58,869 43.3 
PR RAGS 6 ink pe indies dere tke auewennurdn’s 46,445 19,224 41.4 
TMATY AN THEI. 6. 6s sc secne cee evens ewan 108,688 36,083 33.2 
PRG PEOD: TDAMARS, «os 005.505 v0:000s.0ns sees 172,183 80,328 46.7 
PE TAIBION: 5 656s ds obo vdedcnwertwnedascdns 4,599 1,981 43.1 
Other Prop. Damage and Coll............... 18,179 2,469 13.6 
BRMGIG. oxinecesiseaiesacewsekiawsesi $2,551,793 $1,039,745 10.7% 
Citizens Casualty 
Pinte: ARGO Y sissvisccedcdonssuagaweventanesee $413,641 $210,451 50.9 
Ante Prop; TAMALES. .6ciiscccsv cscs cnaess cess 103,328 63,011 61.0 
WUMB Si canesines'sddheusaares rasa $516,969 $273,462 52.9% 
Coal Merchants Mutual 
roe 6, $262,154 $104,418 39.8 
EE MEY 5 chen sb iacctanvonteemnsuoan se 27,223 10,276 S77 
WUOTMINEN 6 NGO. osiiecis co ecvescmiedesesenes 473,724 216,256 45.7 
AMtO: FTOD; TIAMIARE. 5 o0ccsicvnrncessecus pense. 84,473 36,719 43.5 
Other Prop. Damage and Coll................ 4,278 894 20.9 
BRMMER A wcroi Sod hots ened omens Lease $851,852 $368,563 43.3% 
Columbia Casualty 
PSGORE 6 cis Redes di sinterery d8dt ek oadu rae $11,616 —$375 —3.2 
PROG hoc cesnsendstenser saves eoemeusmenen’ 845 189 22.4 
BOIS TIES os cstv snswacarpetdacesasinnne 225,143 90,476 40.2 
SSF TABRUNY cris sisceracscsesiseecanveens 107,610 28,224 26.2 
vba ee a 152,750 63,207 41.4 
EE acnicdssue ph cep hack ss «skh teria R reine: 36,766 2,426 6.6 
EES cs cua seweswhs Sa Sasieusvashsdneccedtas 72,553 33,126 45.7 
EU A SIORE: «6 cbiwidawcsae sess vanes eye asiasin sons 11,145 4,928 44.2 
BUSIATY Gnd BHC... ccccisvsewneccedensios 40,536 5,955 14.7 
PE OMOL: 5 icns0ecsKerssecadosvesdcoeneds 9,753 190 1.9 
ED 6.5 os 5ackwe etree ses awesoahuneivas > 9,516 23,047 242.2 
AgtG Peon. TMA, 6 oss coscas cos ssvceuss 62,806 32,158 SEZ 
Rest ENG icn0o o'so5 osNGsR04RES CORSO RAOD 1,679 434 25.8 
Other Prop. Damage and Coll................ 4,144 1,609 38.8 
ROUSE: x2xtdeGunn beves Pitenece es ne sedans 897 1,981 220.8 
BORIS cs cnnc.besksmin ind oevneninnnels $747,759 $287,197 38.4% 
Commercial Casualty 
NE os pias abntadabes Dae O es < he He Eels $133,998 $44,158 33.0 
PT Ce re re re 129,721 76,730 59.2 
Group Accident & Health.................4. 529,750 344,815 65.1 
a BARNS nine 80 58065 090 dior weve dezee sce 470,786 274,655 58.3 
CPOE CAMMY pow ccagsbasderegrecsenvneer ns 268,030 86,058 32.1 
Workmen’s GoM. ..ccisccsscccasssaccevccns 221,396 122,064 55.1 
IMENT, oe bd oa clcie-s csi 'ssaib ee SSikoes s PURAEH EIEN 11,997 —2,810 —23.4 
DMED gis ckekiesiecnkerncbssniatpeswenadeees 19,079 9,798 51.4 
PES GORE: bh iicGiccudncanescesisseusaees ey 35,697 13,244 37.1 
Burglary and Theft....... ee ee ee 63,017 31,419 49.9 
Ristey PLO; SIME u.06sccncs ave ekeedees dean 109,963 53,818 48.9 
Mikes CAEN, 6 iss oswidivan ese seeeeraee 405s 1,415 813 5/2 
Other Prop. Damage and Coll............/.. 4,695 1,009 ZED 
NE i cocrteaibin teeter ced sasenasn genes 212 ane 
OE ee ct ck ine eerwurslkd «awa eins $1,999,756 $1,036,175 51.8% 
Connecticut Indemnity 
NGA, RIED hose eece vids castes comes yee $6,178 $2,181 a 
Coe OS A ee ee ee eee 696 
ee eC il 302 
NOR, 15 oS vneaisiwcws ox ¥ ohesdesou keoed 9 
ee ge ae | er 142 steak Aer 
PES FD. SPORE iss 6. is i we warinecdaer ee 1,729 488 28.2 
0 Ee ee eee $9,056 $2,669 29.5% 
Consolidated Taxpayers . 
Ek Ki RG ilc se bse ses aa reas ieenen« $857,733 $246,505 28.7 
IRS Ai ths i ccinbeeedsewisssiad’ $857,733 $246,505 28.7% 
Continental Casualty 
EN so coerce baat kk sade sews eeasieues $467,966 $113,350 24.2 
IN he CRE ORL Gr gk Kwlcs seca neeeRees 396,580 204,836 51.7 
Group Accident & Health................00 70,508 43,112 61.1 
eS ee, Se 8 | eee rene err 83,875 116,653 139.1 
i NY 6 oc akedecatsasscstkeaswsesenns 741,856 168,218 22.7 
ee CD cana vi ee ask svecmoness bares 425,769 —3,431 — 8 
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JOHN F. NUBEL, President 


Nubel Agency, Inc. 


111 JOHN STREET, NEW YORK 
Telephone: REctor 2-7667 








A Multiple Line Agency Representing the Following Companies: 


FIRE 


Bankers & Shippers Insurance Co., N. Y. 
Sea Insurance Company, Ltd. 
Country-wide Binding Facilities 
Alex Kennel, Manager 


AUTOMOBILE 


Federal Insurance Company, of N. J. 
General Insurance Company of America 
Bankers & Shippers Insurance Co., N. Y. 
Globe & Rutgers Fire Insurance Co. 


Frank Keller, Manager 


INLAND & OCEAN MARINE 


Commerce Insurance Company 
(through Marine Office of America) 
Bankers & Shippers Insurance Co., N. Y. 


Charles S. Bucca, Manager 


CASUALTY 
Protective Indemnity Company 





“PERSONALIZED SERVICE” 














Wrorsiseen’s COnmp..s0che saecsesn tees sees 602,251 404,589 67.2 
BeLiiy Seer e nthe. hd vaciesiwrenaleine eeroeo es 99,535 40,109 40.3 
SEIN ols sao nas RAN Me blaatneeaea anne ole 235,902 122,113 518 
ABI NGIAGS)- Suc... 05s a:9:614> isle Score a wists Ke mmark ce 51,491 21,068 40.9 
EVE Cine ae 0 Ct aa [0 ae Po 106,198 68,135 64.2 
SHOR SONOL arate ein a.arernsscetiiearnuele fortron aire 3,465 312 9.0 
TET OT CLS Gd oo aR Sy 1,494 seats Rens 
Auto: Prop: Daiiave ss<.t.csaw 64s0054ak aren ee 207,041 2,764 35.1 
PASREG AGM PSION hr  olcredielday ops eresenar eae etars ie care Bs 3,286 2,594 78.9 
Other Prop; Damage and Coll... .....6.606 7,080 9 1 
RUOEQIS. Go aed eeow ciara thca eens nee ee $3,504,297, $1,374,431 39.2% 
Eagle Indemnity 
POON ANNE i. tacts aap lovniete ie Al ecna ree ee i etal es ee $19,313 $6,279 32.5 
5 Coe | rte ARRON ae ess Sete eae anita Oe Fe career 1,783 953 53.4 
Group Accident. 6 Health ...o5.5.5 c6:04/046.0-000 419 275 65.6 
RAO OGIADINLY, 2c ec aims ERO ees 710,990 429,181 60.4 
AEH MEA AIDTNEY * -iyvinse oieretesceetersieolonTayecsrol wayne oe 407,759 156,699 38.4 
WVatianiel S)ACOMID: earscsutivetie stcooniistmceaaate 510,572 354,758 69.5 
PIE NEY cha oe aka ments oo iaioisas SE eore ee Tee 29,028 —20,028 —69.0 
RIE Dye car asic er ecesaornss:e lo. stars hago ennb ye eens ies 14,214 9,663 68.0 
PARC AGS. osc o cetait onto. Meigs ro 56,827 22,562 39.7 
BUTMIATY (ANG “CIC ein. o:c heme -csiawacnainw aoe ev 169,625 43,542 25.7 
ROME ONLER cctsie:cracotaiws lene wisleiorere thats einaicoons 11,921 3,945 33.1 
NIAGIINETY. (cc -sincc.eiunts Oiinauieearetels canara l 1,115 ate 
BNE AGODA AMAR tic cisscrstesateaae-aartews a 195,302 96,173 49,2 
PANG NGGIISIOID 4 eos Soca recnoenane ee Oa aw ae awn 5,632 5,489 97.5 
Other Prop. Damage and ‘Collies 2024-0062 14,262 3,146 22.1 
DGS ss ciate ns State ee ewe eh awe $2,147,648 $1,113,752 51.9% 
Electric Mutual Liability 
NAIC LAINIE: «0.05 crac cies pea ie eects noutnn.d $11,717 $3,204 27:3 
OES GEN = 02th win teen ore repre A is Siecmiete 7,081 —300 —4.2 
WV OPECH 5 ACOMND oso: b-.oareicls:sisia svatelele owioceretystarers 13,035 22,775 174.7 
Ab gD AINA RES oo. dsacs' seased ajerstare slots eittises 2,997 877 29.3 
Other Prop. Damage and Coll............... 3,168 144 4.6 
DULG ss 2a cers sla tauncaieimoetals wrote svelte autiateas $37,998 $26,700 70.3° 
Empire Mutual Casualty 
Pirate TAAOUIRY oscar aca sce. hlorsia dso ead o araiele alas $457,594 $298,470 65.2 
Other Piabrity +. Moan.ccsccameaeean sce stceioies 120 ee hee 
RTOS PROD OBIIA OE oui Paice cia nisteccs a erste siete ls Rave 102,826 38,973 37.9 
GNDEIGS boiz coment mie a aere ears $560,540 $337,443 60.2° 
Employers’ Liability 
PM eT Pe RRS RES ie Nan te eae ee aU eS $59,851 $12,825 21.4 
PAINS cee res Oe eine aah ree en i SN 6,679 1,372 20.5 
Group: Accident & Health... siniicsss case «is0s 27,880 26,824 96.2 
PSR CSekth PAS REE ie: cca teres orci n cielo Sue Sloan vaste cao 240 ee es 
AtatG EAEY 5:2 ksi pees we oreiecceaiemewnornte 697,892 340,231 48.8 
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Earned Losses Loss 
Company Premiums Incurred Ratio 
Travelage COMPRES 60056 5 boss's ev ciceeesee $20,970,609 $ 9,713,246 46.3% 
Aetna Life Affiliated Companies............. 13,835,283 6,910,822 50.0 
Te i ee oe 8,278,080 4,383,800 53.0 
SlartlOpBOEUMMNE, ov ccc csc Sasveneeuisencawe 8,007,153 3,028,135 37.8 
Rinited EMOME Es OOGES so once cde dscecencecdes 6,307,719 2,893,305 45.9 
Canctaly MOM ooo occccauecarns odarndes o50 5,199,434 1,998,914 38.4 
a, i (SR OI 5,157,104 1,994,780 38.7 
Royal WiGeOy i cesses ce ens cclenee nee 4,661,546 2,203,529 47.3 
Employers DAMON y osc. occ csc cctecossees 4,371,561 2,186,786 50.0 
Marylin GaGUMNY: 6.6 csi cecsseciveveseonea 4,114,310 1,646,778 40.0 
Indemnity ‘Co. of North America............ 3,904,161 1,077,624 27.6 
New Amsterdam Casualty................... 3,745,665 2,066,961 55.2 
Zurich General Accident...................+: 3,741,114 1,678,730 44.9 
Continental CasGaey o.oo cic viscscecevevsccne 3,504,297 1,374,431 39.2 
Massachusetts Bonding ....................- 3,418,436 1,607,422 47.0 
Company ‘ Premiums Incurred Ratio 
Earned Losses Loss 
Employers’ Liability (Continued) 
Other Wighimeye cuts anecnsc eure cvuneeeees ace « 985,435 501,433 50.9 
WiOtkiED SSGOMI wess ucts weseokvacanenceoes 1,934,048 1,111,773 57.5 
Fidel: LY wccccevscvcvcrerseveversvcvccceveeses 127,549 20,665 16.2 
Gihety: anaeneciduclien Kos we ne ih endarvennepagae: 36,594 21,135 57.8 
Bitte ule ae eretrew eee tie rewece sacle eon eens 55,271 25,721 46.5 
Burglary and DREN... cic soccc ese vedewennape 104,173 14,710 14.1 
PGATE ROMEED 6 cro tias Manne excel a se ae We Re oes 53,528 11,154 20.8 
NAGHINGRY cae ws accepincuaels eter nsscosasicenaes 21,131 3,263 15.4 
Ait: PEORODAINARE. ) cclset car vee oss sate weus 184,586 74,397 40.3 
Aivto. COMMUN seiahe ccs he cade er eeodas canuns 7,144 2,241 31.4 
Other Prop. Damage and Coll................ 69,560 19,042 27.4 
tk Nos $4,371,561 $2,186,786 50.0% 
Employers Mutual Liability of Wisconsin 
Ato BIADIB ss Sac noc cca wieics eco eeu w ees $235,831 $56,543 24.0 
Other Mpa Gy? ncccv cir s tees es cedawcs cae’ 202,249 19,678 9.7 
Workmen's Conipe 25.5 oo ces sa comeaccee wer aes 1,787,052 951,500 53.2 
ASS: 1 enc. Pe Dam ame shal eave dard ead enw ea wre were 3,581 1,065 29.7 
Burslany atte: BUCK... kacvledsmannacdonanedee 1,095 168 15.3 
Auto: Prope DOA O ns < coc cacwouuenaringe dies 66,052 27,563 41.7 
Pate COMSIONRS Leo fu ile wens sews moecweseues 5,392 1,042 19.3 
Other Prop. Damage and Coll..............- 29,189 —1,359 —4,7 
ORGS ero ase wai os a tlareeeae ne ae $2,330,441 $1,056,200 45.3% 
Exchange Mutual 
AiO tat ne oe oss said ve cnr us ioweeues aes $391,722 $112,317 28.7 
CUR GETEAOUNEM os rcee rose sie s: errno Weieil astern nes 65,728 12,323 18.7 
Woskiietr s) COM: ic codie ccs Setciieegteieces 602,346 291,823 48.4 
MNO: Ee tONe DAMNACE. «nn cecawecsvuneewededs 122,986 53,088 43.2 
Other Prop. Damage and Coll............2-: 8,933 1,109 12.4 
WO Aico Golde es vuguenecew $1,191,715 $470,660 39.5% 
Factory Mutual 
Milter IG RINEUD gietae croe's ocn's caviccun ee eascecns $463,130 $278,773 60.2 
Meer Tera BOG. Jos cies ce vicncsic aed -weeoanncees 3,276 130 4.0 
DULCIAGY “AMG SBNOEC. oc co csc cuwednwclecta eee « 6,045 1,593 26.3 
AutO: (PSOpe WAMAGe= < 6's ccs cevc.o vas cece cues 120,362 49,289 40.9 
RO COMMBIOE. (oir cee vec hak ve sinwesasvn sas 72,830 14,412 19.8 
Oss has Beck oc sackenescuons $665,643 $344,197 51.7% 
Farm Bureau Mutual 
ative (1 (ch eaeegy bee tate RE Rd ee eae $1,102 $200 18.1 
Group Accident & Health......6...c0ccceece's 810 91 11.2 
MUO UMA DEEE wi oe aa hoses ceiesareeendeen cn. 303,624 163,905 54.0 
Oiler WeIMBAW sks Se ae eaves oesmlneios conser 687 982 142.9 
Ato: eGp MW AMIACE no occ acinrlenos cs saeas nee 85,796 35,686 41.6 
NU tOri Cana 2.3 erento ak Sed below were eleeres : 34,993 13,717 39.2 
Other Prop. Damage and Coll..........5.....+. 158 25 15.8 
NUK (GUN wee tar tete on te etc ays ons. tel b an Warne noe ieee 118 80 67.8 
SC] OF RN ds Ree a pes arn rar te $427,288 $214,686 50.2% 
Fidelity & Casualty 
NOCIGatEEs Dace tie Meats os wow ececaseweee Aes $408,259 $185,430 45.4 
PLealilecs uvtat state oe cine Cows we eee Nace es 33,531 38,500 114.8 
Group Aeciaent a Pealthsc< .icccccsccvccece 13,039 2,222 17.0 
ALO EMINO caedesv cederewcns st erseaeece ies 1,579,780 668,954 42.3 
Wher Ub eaeaOlie shy slo enlae was eee eaten ne 1,589,968 383,737 24.1 
Workiemae@Onip. ooh scastc bes deceeeorawce: 2,824,333 2,663,008 94.3 
Pideliterivenc tin aa iddrn vandwarenntawanucwed 445,011 122,470 27.5 
UIT CED idles aah ae aN OU ae Cees hea nae Tem, 248,099 —!l ite 
Plates GMaae oa on, aoc wie wo env atin ee cus 115,542 38,456 33.3 
Dire ate MMORES ord acle 0 oa vn anc wacae scone 353,097 89,165 2.3 
LOR MNneRt ee ele ti Poe paca e esa neeene 78,891 12,708 16.1 
ICU OR Rete. furan ccs sc elaand ewel> walaauistaes 81,596 6,988 8.6 
CO eae INAS wc o's-d.0's-9 0 Lviee ticle can das 425,750 158,641 37.3 
OAGRIMene Foti 3 ort ae deco e ewes 10,919 2,811 25.7 
her Prop. Damage and Coll.............226 70,265 10,711 15.2 
SMES ak wore ek cn eas Viele epee emus $8,278,080 $4,383,800 53.0% 
_ Fidelity & Deposit 
GE al Nae cial ck) tae aie neweoel $575,543 $173,318 30.1 
UL CEM ated cacesils pe node Maceo Ncsmewees 373,503 44,446 11.9 
NEG DAS cr statt gives sang Padre wisp ola wa wae oes 62,928 asic) ates 
FER IRV ecehEte EN GOES csccsiirt vs civ oo wed nels aes eee 310,080 74,167 23.9 
PROM rts aslo Skis era ealk Mao $1,322,054 $291,931 22.1% 

























































































Page 19 
Fireman’s Fund Indemnity 
FO ae EE TES GRY tS ea $119,574 $46,433 38.8 
WECIN elo ca se ha oan dw ald een eaeus 21,939 6,640 30.3 
PRTCEM ERR TRTIE OS oon Ono sca ueewedenecdnaa cecunee 807,670 340,770 42.2 
CNP IMIMES © 2 oro cic ov cae cus okdecxecovatears 397,196 144,064 36.3 
NUCeminiens COM oi... ccdsacdassacweucus 698,172 389,151 55.7 
WENO add Soca re Ccetaulcs vicewadycascacunea ts 37,621 3,299 8.8 
MIRON Wire Gores asad wena erdcueanct aed Edencasnaet 38,677 —1,612 —t.2 
PNet CMAN ore. aaa cadvinvscss ceancwedads 34,157 14,211 41.6 
Me eae el. | eee oe 105,484 26,466 25.1 
FAROE IO TMIGEOs 8. oe dsaiceddccacccteses 199,764 126,520 63.3 
PAGE COMES Se cea ca aala seis ceeaaknceai 5,466 2,019 36.9 
Other Prop. Damage and Coll............... 23,883 3,438 14.4 
MR ONMEN io ci va Cudaeceahoscatanedawaad $2,489,603 $1,101,399 44.2% 
General Accident 
QWIMBNE 2 ovis Pa ucenndinwncencsvetwanakuades $110,877 $30,314 27.3 
GAN ss oo oo tivestacis wcncecceewccusateneses 79,646 32,304 40.6 
FRM EAA ivirn oi sox silvendweutavadeavas cs 2,853,476 1,105,339 38.7 
OUD No wie oh ccdnkeccccieccccanncees 395,606 128,510 32.5 
NVOSEIEIS COMDG feiss cis desc teewccnsaxanes 826,124 377,521 45.7 
LC AG EC re Perr rr er rere 25,411 11,279 444 
PURGEANG AIM ENGI s coc ccnceccqascecesies week 78,972 18,751 23.7 
SING EINIRIGS Soins koi 6 o-div anew Wes enedsncecnces 24,435 1,147 4.7 
NISGMINORW Ke hc ehe 1c haben utvevec ds screenees 14,999 O4 6 
PRG SOR NIAID Soc oxi. 0 vin 6 nc candias ewes 751,142 283,018 37.7 
UR COMIN 52 as ca adevessneanccdusvees 23,773 6,191 26.0 
Other Prop. Damage and Coll................ 14,973 4,H6 29,7 
IRUNSIDR foc cacaneanckavpecaesdesnnees $5,199,434 $1,998,914 38A% 
General Casualty of America 
CERN 5 ok Sod eee eas Cake Rebus edeace tau aes $12 ~ OF eats 
PTO ADAG 5 Oa seo cceetanddaessvaucadsecss 42,008 $24,943 59.4 
Hee Pig Nth oxoa60 a caceadatecetanduataas 6,287 1,497 23.8 
WOshIeI S COM. 2 oc ccisccstewscicesececes 111 ms 
MURR ecedussdecnsvecrcs <anuseruesayeed ees 184 Wares 
CHING UEY caddcceaeseanancdscasesdveadeesnees 2,651 wees ae 
PUatGh GSS s bis ccwwesecacccsuechewaceoencant 967 247 25.5 
WISUEARGY AIMEE NERC onc ca cess wa ueccuseccausa 1,887 77 4.1 
Fate PRO BRAINEO oo ic ieee ccccdescucva wees 12,105 6,713 55.5 
Other Prop. Damage and Coll................ 169 
GAGS ack aduccaspasdcncuncaveccas $66,381 $33,477 50.4% 
General Transportation C. & S. 
Me LE Re ae rT Crores $779,863 $593,176 76.1 
Cher Paglia once csee teacareeuncsnoud 7,282 3,934 54.0 
WV Ge Alii St CONE cc ca cawcenccacancdewnseca’s 157,118 81,393 51.8 
FO POR  PINAGO. cou sia cntacceceneneeesnns 159,856 42,395 26.5 
Other Prop. Damage and Coll................ 447 12 2.7 
ME ORANG oo oc ae'g cock caceuaweensxaa $1,104,566 $720,910 65.3% 
Glens Falls Indemnity 
NCCUINMMEES acd vc awarded sax Ccu iweb atuennsnnease $109,565 $30,318 27.7 
MIGUMAIN Ys cca vatcak de cteavncass cavcveseasxacns 11,259 5,007 44.5 
AUG TAO 2 a x wks ca clan ae Raouraueanes es 869,788 426,855 49.1 
Clie Vigne oo ons o 95 c sceeicaastansanadees 489,385 174,794 35.7 
Wee ADOC ORME? os cosh axddnedcdenceases 598,763 276,421 46.2 
BHR). ao vec cece ness casascedeuedeeuntuas 64,929 35,050 54.0 
MGNONGE oo ce dics dacssensdsenaavndedanquaes ans 141,599 77,570 54.8 
it GidSG ascend caaccchaasenacateneaes 52,683 23,251 44.1 
SGsalaty 4nd ENGI c..6eccevesccavtascevaes 122,814 27,822 22.7 
Ato Pr. DIAMAR s << « os 6.55 esdans benncaes 247,247 105,700 428 
Mita CONS ios oe chee wcanascereerasasys 7,081 1,383 19.5 
Other Prop. Damage and Coll............... 20,989 5,470 26.1 
WOHMISS bos cdcawedaddapadoctcdasweced $2,736,102 $1,189,641 43.5% 
Globe Indemnity r 
MRPUMOMOl ais ac cdea died xexnwuenashaadanwad $127,975 $35,016 27.4 
BIOGEN ooo accccacesencias xiv ara cawaeracades 23,057 3,271 14.2 
Group Accident & Health..............-... 61,584 62,811 102.0 
ALi TADMA ic cig a ceacsescaneseesescsdeenss 1,471,854 621,809 42.2 
Chilier Lia Dh. des cc cctos sea ncacnacedes cause 914,801 190,892 20.9 
Were sitieit S14 COMIN ie sndcncvccscvsssaeasacaend 1,471,940 824,957 56.0 
OT Te eee rrr rere reer Tc 158,027 74,983 47.4 
BN os c5 Vaugis an taneexeunseasieavinntetin 104,214 48,909 —46.9 
eS SO Eee re Ter errr rer Crer te 85,462 28,577 33.4 
Basie and ENGR x <n css cccncesccsesccenays 284,397 113,168 39.8 
CRAM ROME tig oo asc aha haw eae anne owrkes 40,217 —57,217 142.3 
MIAGINEEY) 6.ciis dco occ ccc cde ccinwsceccsaasocven _5,927 _ 920 15.5 
Auto Prop: Damage. «<2 .0cc.ssccccassccesces 358,913 137,912 38.4 
Pitas COUSOS «a sscaccccenssceatscdevives das 15,227 3,947 25.9 
Other Prop. Damage and Coll............+... 33,509 2,643 79 
il bi ce at de ews Se wikik wad $5,157,104 $1,994,780 38.7% 
erican Indemnit 
FE rg ee Keeatucidamadens r Gi deeddeseueee $46,557 $31,242 67.1 
[| See ee Peer err erre te Cert eT OTe C 3,189 1,513 47.4 
Group Accident & Health............--e+ees 2,403 125 52 
Pitsics TL Gne 2 2c 6c esecivccdsdgcecascoaaas 869,099 433,480 49.9 
Chitser LidDity ck a ccc cdccpiscccsindonscceus 661,717 157,963 23.9 
Wroskmens COW cc .c occ ceciceccscccadecsce 629,738 308,904 49.1 
DIONE oc ccccuracvscesdsccaies cuunseaucqssahe 88,714 64,799 73.0 
SIUGEON oo hic cant oecbe seen ddidaaswaceearecenns 59,634 55,141 92.5 
PANG i ckicacactieernndsevesanexinesays 61,031 22,864 37.5 
Burglary and Theft...........cccecseccecces 58,890 12,322 20.9 
Auto Prop. Damage........cccccccccscescecs 244,264 85,741 35.1 
Fete COMMUN oo ax bau 000 cdcudd ced sacawe denne 3,179 534 16.8 
Other Prop. Damage and Coll.........-.+0++: 15,563 1,565 10.1 
Somber os vcccucecks ddvccesecvensctavd dene 564 180 31.9 
i en Pe err ee Te Pee e Tac $2,744,542 $1,176,373 42.9% 


(Continued on Page 24) 
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On the Production Firing Line 


1 Jennie Sue Daniel 


The Eastern Underwriter has published many stories of men “on the produc- 
tion firing line.’ The stories these women tell on this and succeeding pages is 
proof that the firing line is not the exclusive province of men, because each one 
of these women is out there producing in her own right. 

Acknowledgment is made to executives of casualty and surety companies and 
branch office managers for their aid in making up this list of tested women pro- 
In a few instances, these women have become familiar figures in connec- 
in the National Association of Insurance Women and its 
For the most part, however, they come under 


ducers. 
tion with their activities 
constituent state and local units. 
the head of “new faces. 

They represent a splendid cross section, from metropolises to small towns— 
from New York State to Georgia and L ouisiana—from the East Coast to the Rocky 
Mountain States. They may be generally divided into two groups—to use the 
political scene as a basis of comparison, there are the Senator Hattie Carraways, 
who inherited businesses instead of togas, a through their own efforts and their 
own dignity have made their own reputations; the Claire Boothe Luces—the career 
women, who chose insurance as their life work because they like it and believe in it. 

Singularly, this group refutes the constantly heard statement that women who 
are now in the general insurance business in a production capacity, are largely the 
product of war conditions. Of the ten included in this summary, only three have 
been affected by the war and those three already were in the business. With them 
it was simply a case of assuming more responsibility. One of them is co-owner 
of an agency and simply carries on while her associate is in the Army. Another 
was in the agency and stepped from inside to outside production when her husband 
was called into the service. The third was already in her father’s agency when 
le was recalled to the Navy, and she took over office production. 

All of these women have a common denominator in their courage and their 
unconscious gallantry—all have known heartaches and to some have come heart- 
bre aks. 

There are many more like them, some of whose stories will appear in subse- 
quent issues of The Eastern Underwriter. Their experiences prove that the field 
is not foreign to the feminine touch. They are true pioneers who are blazing 
the trail for the young women insurance producers of the future. 





United States Fidelity & Guaranty Co. 
which she represents) to keep up-to-date 
with the needs of the public and wins 
the confidence of her clients is told in 
her own language: 

Attracts Client’s Good Will 

“The business of selling casualty and 
surety insurance is a most interesting 
one, although sometimes difficult to keep 
up with the many changes being con- 
tinually made in the policies. However, 
as this is done in an effort to stream- 
line the coverages for the benefit of 
the policyholder as well as to reduce 
cost, we should welcome these oppor- 
tunities as a means of attracting our 
clients’ attention and good will. 

“Like any other business you must 
know what you have to sell. This can 
only be learned by a close study of the 
various coverages, 

“ae 

Certainly, to gain the confidence nec- 
essary to build up a good clientele, you 
must not only know your policies, but 
you must learn how to fit them to your 
customers’ needs. ; 

“Different approaches are necessary 

for individual purchasers. The 
of approach in one case will not fit an- 
other. This means then, you must study 
vour client as well as your policies: 
This all goes toward building up an in- 
teresting as well as worth while busi- 
ness. 
J., second “In a town such as ours, many op- 
portunities for unusual and sometimes 
odd services may be had. Our office is 
called upon for many things not directly 
connected with insurance, but I find in 
taking care of these small things, a 
habit is formed for calling on us for 
help which comes in handy when advice 
is wanted insurance-wise. 

“It means everything to have the com- 
plete confidence of your client. This 
means errors and carelessness are taboo. 
In these days when so many of us have 
been forced to release our trained help 
for one reason or another, we must be 
doubly watchful ourselves to avoid mis- 
takes getting out of the office. 

“To be successful, therefore, you must 
first know thoroughly the various lines 
you have to offer, and how to fit them 
to your clients’ needs. Gain his confi- 
dence through prompt and cheerful serv- 
casualty companies (such as the ice. This sometimes calls for tact as he 


Carelessness Is Taboo 





ADA V. DOYLE 


Ada V. Doyle, Caldwell, N. 
president of the National Association of 
Insurance Women, will preside over the 
sessions of that organization at its next 
annual meeting at Milwaukee June 16-19. 
She operates the James A. Doyle Agen- 
cy, and built it up to consider: able pro- 
portions before she became a national 
figure in the insurance women’s organi- 
zation. She has served as chairman of 
its educational committee and has been 
largely instrumental in starting many 
clubs on study courses. 

She was elected president at the 1942 
convention at St. Paul, and her first 
official appearance after election was 
when she spoke on the educational pro- 
gram of the National Association of In- 
surance Agents at its annual meeting at 
Chicago last September. 

How she keeps abreast of changes in 
her agency work, appreciates the efforts 
ot the 


method ' 


is not always approachable. But if he 
gets in the habit of depending on you, 
you may be sure he will think of you 
when he needs the protection you can 
give him. Enthusiasm on our part will 
help us over many a hurdle. This will 
come through realizing that the pro- 
tection and safeguards afforded will give 
him ease of mind, thus making it easier 
to convince him he should have it.” 


Write, Phone: Don’t Call 





BALE 


PAULA A. 


Paula A. Bale, who is operating her 
own agency at Chicago as Mrs. Henry 
B. Bale, was able to meet a crisis in 
her life because she was prepared. She 
writes all types of insurance from her 
office in the famous Insurance Exchange 
Building. One of her companies is the 
Standard Accident, to which she owes 
much credit for that preparation. She 
has developed her own philosophy of 
selling and has found it good. 

As a young girl in Chicago she took 
a stenographic course, and decided then 
and there that for her stenography was 
not to be the end but the stepping 
stone. Her second position was as sec- 
retary to an accident and health under- 
writer. “Fortunately,” she said, “this 
gentleman was the kind that shifted as 
much responsibility as possible and soon 
I had the department and he spent most 
of his time on the outside.” Next she 
went with the Chicago branch office of 
the Standard as assistant and underwriter 
in the accident and health department 
and while the search for a manager was 
under way, “I took over and six months 
later was put in charge and spent eleven 
happy and instructive years in that ca- 
pacity.’ 

“Born in the Blood” 

She says insurance was “born in the 

blood” as her father, who died before 
(Continued on Page 27) 





Social Significance 


Louise Loadholt, vice president, treas- 
urer and co-owner of the old, established 
Rowland Insurance Agency, Inc., at Sav- 
annah, Ga., is strongly imbued with a 
sense of the social significance of insur- 
ance. She views it as an essential part 
of the foundation of a healthy and pros- 
perous community; a means of relieving 
the physical and financial burden result- 
ing from accidents and providing for the 








LOUISE LOADHOLT 


needs of the people of the territory. 
She feels that she has seen more 
changes in the insurance business than 
most women in the field. She had been 
with the Rowland agency for years when 
in 1935 she and Harry P. Palmer pur- 
chased the business and incorporated the 
present agency. For the past thirteen 


months she has operated the agency 
alone while her associate, Mr. Palmer, 
is serving in the United States Army, 


Capable Insurance Engineer 

Miss Loadholt is convinced that the 
greatest service to any agent is that 
furnished by a capable, resourceful and 
interested insurance engineer. His pri- 
mary job, she says, is the protection 
of life and property ‘which directly con- 
tributés to the health and prosperity ol 
the community as well as protecting the 
interest of the insurance company. The 
engineer, she says, by virtue of his rou- 
tine inspections and surveys, is in posi- 
tion to develop a more favorable agency- 
assured relationship or, on the other 
hand, cause havoc with this business 
connection. If he makes a friendly con- 
tact and performs his duties with skill, 

(Continued on Page 27) 


“In Which We Serve” 








BRADLEY SLAYTON 


Bradley Slayton is a true daughter o! 
the Navy. Her father is a captain, lier 
brother a lieutenant-commander, her s!s- 
ter an ensign in the WAVES and -i¢ 
herself is operating the agency wl 
originated a number of bonds and p 
cies to fit the unusual requirements if 
the ship’s service stores of the fleet. 
She lives in Annapolis and her whvle 
life has centered around the Navy. 

She was fairly catapulted from secre- 
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tary to executive. She studied music 
at !eabody Conservatory of Music at 
Baltimore, majoring in piano, then took 
4 business college course. She had just 
left a state job to become her father’s 
tary in the Slayton Insurance Agen- 


secrt 

pa when, the day after Christmas, 1940, 
her father, a retired naval officer who 
had gone into the insurance business 


upon retirement, was called back into 
active duty in Washington as of January 
1, 1940, When his orders came, she 
had been in the office only five weeks, 
hut, she says, “there was only one solu- 
tion- it was up to me to take over and 
carry on the business as best I could.” 
Outlook Frightening 

Naturally, she found the outlook fright- 
ening, but with the help of the compa- 
nies’ fieldmen and with a check-up with 
her father when he got back from Wash- 
invton in the evenings, she “managed to 
pull through those first fearful months 
jeer learn something about the business 
| was in. It has been a demanding job 
but after almost two and a half years, 
| feel that the rewards have been many 
and (hat insurance is one of the ideal 

(Continued on Page 22) 





Politics Now and Then 





ELSIE M. MELROSE 


I‘lsie M. Melrose, who operates Stone’s 
\gency at Cornwall, N. Y., is one woman 
agent who is not averse to going in for 

little politics now and then, thereby 
keeping herself in the public eye. She 
las even worked the house-to-house can- 
vass system in her selling. In both in- 
stances, her method has proved effica- 
ClOUS, 

Mrs. Melrose became an_ insurance 
agent the hard way. The business she 
iow owns and operates was founded by 
her father in 1916. She worked with him 
trom 1920 until 1924, when she left to be 
married. In 1929, when her father be- 
caine very ill, it was her lot to take on 
the responsibility of a run-down estab- 
lishment with two small children to care 
for, 
l'liat was when she started the house- 
to-lhouse canvass. She found people vari- 
ously sympathetic, kind, unwilling to 
their business to a woman—all 
the line to those who refused to 
open the door or shut it in her face. 
refused to be discouraged. She fol- 
‘owed up this canvass with advertising 
in {ie home-town weekly newspaper and 

d it to be an immense help. 

Course in Public Speaking 
addition to going in for some poli- 
Mrs. Melrose took a course in 
speaking—she found it is some- 
S necessary to solicit business at 
meetings. “When our town in- 
a sewage system a few years 
aco,” she says, “I made a bid for the 
biz bond and finally landed it. This 
\iled attending a special meeting of 
laxpayers, town board meetings, trips 
to New York and visits to the contrac- 


pt ic 


ax! 3¢ 
PROMTC 


St; e¢ 


tor’s office. The contractor was a very 
round, good-natured Italian who looked 
with great disfavor on women in busi- 
ness. However, even this obstacle was 
finally overcome. 

“T write most of the public official 
bonds for this township. The only way 
to get them is to go after them and that 
is what I did. I find that once you get 
a bond you keep it until it is not needed 
any more.” 

She has written a goodly amount of 
automobile insurance, having chosen a 
company that could give quick and eff- 
cient service by having a special agent, 
engineer and claim man nearby. Her 
records show very few, if any, unsatis- 
factory claim adjustments. In 1941 and 
1942, she went back to her original house- 
to-house canvass method which resulted 
in so much business that the company 
sent her a letter of commendation and 
gave her.a better contract. 

Well Rounded Agency 

In addition to bonds and automobile 
insurance, the agency is well rounded in 
the casualty line with bank burglary and 
robbery, residence burglary and robbery, 
general liability, compensation and plate 
glass. Jt represents Globe Indemnity for 
casualty and bonding business. Mrs. 
Melrose also sells all fire lines and real 
estate. Summing up her experience, she 
says: 

“For years I kept my nose to the 
grindstone, so to speak. Every cent that 
was made above expenses went to help 
get out of debt and about five years ago 
I paid off the last note. It may have 
taken a little longer to do this than it 
would had I been a man as a woman in 
the insurance business in 1929 was a 
novelty and a good many of the promi- 
nent men in our town were just waiting 
to witness the finish. But the finish they 
were expecting did not come and I now 
have the confidence and respect of all 
these people, men and women alike. 

“I have felt and still feel that this is 
a good profession for women and as the 
years go by believe there will be more 
and more of our sex taking it up as a 
career.” 


Daughter of Princeton 


Orren Jack Turner 
McCARTHY 


MARY E. 


Mary E. McCarthy, Princeton, N. J., 
is steeped in the traditions of Princeton 
University. From the window of her 
office in the First National Bank Build- 
ing, she looks out on old Nassau Hall, 
which was headquarters for General 
George Washington in Revolutionary 
days. She conducts her own agency 
under her own name, and takes advan- 
tage of company household inventories, 
blotters and stuffers in all her corre- 
spondence with her assureds and pros- 
pects. One of her companies is the New 
Amsterdam Casualty. 

Complementing her insurance work, 
she engages in a wide variety of activi- 
ties. She was organist of St. Paul’s 
Church for a number of years, the first 


. 





Hitched Wagon to Star 


Cristine B. Nolan, president of the 
James Nolan, Inc., agency at North Ber- 
gen, N. J., conducts an all-woman agen- 
cy. Associated with her are Mrs. Rita 
Gilchrist and Dorothy Murphy. 

In 1928, when she took over the busi- 
ness of her late husband and incorpo- 
rated it, a woman agent was considered 
an oddity. “In my bewilderment,” she 
says, “I hitched my wagon to the New 
Jersey Association of Insurance Agents 
and alone and uninvited attended every 
meeting to hear how the men agents 
would handle their insurance problems 
and how they would analyze the needs 
of their clients.” Afterward, she began 
attending meetings of the National As- 
sociation and she was a charter member 
of the Insurance Women of New Jersey. 
She finds organization meetings not only 
interesting but genuinely profitable to 
her in the practical conduct of her 
agency. 

Ground Floor Location 

Mrs. Nolan appreciates the advantages 
of a ground floor location, and finds that 
often a man or woman drifts in saying 
“we are now ready to place our insur- 
ance with you.” She is a great believer 
in the value of company mailing pieces. 
She says the advertising departments 
of the companies have been most help- 
ful to her and she expresses gratitude 


woman on the Borough of Princeton 
lection Board and later judge of the 
famous second district made up of 
Princeton University students and pro- 
fessors. Pressure from property owners 
stopped the university students from vot- 
ing as they are not legal residents, al- 
though they had been voting there for 
more than forty years. She was secre- 
tary of the Princeton Republican Club 
for many years and in 1936 was presi- 
dent of the Princeton Business and Pro- 
fessional Women’s Club. 
Proud of University 

Miss McCarthy was born and edu- 
cated at Princeton and she is proud of 
the work the university is doing in 
connection with the war—Army and 
Navy officers are there in training for 
the duration. 

She entered insurance through ap- 
pointment as representative of the Equi- 
table Assurance Society in 1936 and in 
1939 purchased a large general agency 
which, she says modestly, “was quite a 
responsibility for me.” In reply to a 
question as to her own experience and 
her opinion of insurance as a career for 
women, Miss McCarthy said: 

“IT have been very successful in the 
insurance business, and I give credit for 
most of this success, first to the fire 
and casualty companies which I repre- 


sent, then to my special agents and 
claim adjusters. 
“We agents select our assureds, and 


the most important way to hold them 
is to take care of every claim, small 
or large. My companies know I am 
very insistent that each claim be paid 
within a reasonable time. I can make 
this statement, that during the past four 
months my agency has had more fire 
and automobile claims than at any time 
during my agency career. 

“The past year the insurance busi- 
ness has been changed completely, my 
casualty and surety companies have 
snent considerable time in meeting these 
changes, due to war conditions, first of 
all by lowering the automobile rates, 
then the new $10 non- occupational per- 
sonal accident policv, covering persons 
twenty-four hours of the day and night, 
the new comprehensive personal liabil- 
ity policy and new residence burglary 
and outside theft policy. 

“The fire, casualty and surety com- 
panies have spent millions of dollars 
making up sample policies, leaflets, etc., 
showing the agents what they cover, how 
to sell them and how to write them. Be- 
cause of the gas and tire situation our 
company representatives cannot make 
very many personal calls on their agents: 
also the home and branch offices have 
lost so many men and women to the 
service, we agents must do twice the 
work during this time than we did be- 
fore Pearl Harbor.” 













CRISTINE B. NOLAN 

to the fieldmen saying their help is “sea- 
sonable, timely and dependable.” Among 
her companies is the Globe Indemnity 
Co. The Nolan agency also has a real 
estate department and Mrs. Nolan is 


qualified as a Certified Property Man 
ager. ; 
“The war of course,” she says, “is 


‘up and down’—up in our 
dwelling, household and stock insurance 
and down in our territorial andl 
automobile business. We are working 
hard to bring this ‘up’ by recommending 
higher limits, endeavoring to add medi 
cal payments coverage, fire and theft 
with the broad form to our present au- 
tomobile policies, and here may I state 
that I believe every agent appreciates 
the companies’ timely broad form of 
their policies. 

“My sales methods are no different 
than the sales methods of the one man 
agency, only that I can’t offer my cli 
ents a good cigar or invite them across 
the street for a cocktail, and | don’t 
think this has been a drawback.” 

Mrs. Nolan believes that the 
given business women a great opportu 
nity and she, in turn, is devoting much 
time to the war effort. She is captain 
of canteen in the A.W.V.S., North Ber 
gen Unit; member of the executive com 
mittee of the North Bergen Chapter of 
the American Red Cross; member of the 
U. S. Treasury victory fund committee, 
and chairman of the bond committees 
of the New Jersey and Hudson County 
Associations. 


giving us our 


rates 


war has 


Breadwinner of Family 





LILLIAN T. SIMON 


Lillian T. Simon, who operates the 
Joseph A. Simon agency in Pittsburgh, 
proved to her own satisfaction some- 
thing she had always suspected—that a 
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wife taken out of the kitchen is not 
likely to return to it. She first ven- 
tured into business when her husband 
became ill and she found herself the 
family breadwinner. She liked it so well 
eto had determined that had her hus- 
band recovered, she would continue in 
some phase of the business. She has 
been particularly successful in the cas- 
ualty lines, as officers of the ill ad 
turers’ Casualty Insurance Co. testify. 

Her own story of how she kept the 
business going after the death of her 
husband is one of courage and deter- 
mination. She says: 

Pinch-Hitting for Husband 

“For the time I was pinch-hitting for 
my husband, 1 found people sympathetic 
and helpful. But after he passed away 
and renewals came up, I sensed a lack 
of confidence in my ability. I was de- 
termined to make a_ success of this 
agency and I looked into the cause of 
each piece of business I lost. In the 
case of one man who had put me off 
about renewals, I called upon him for 
a showdown. Point-blank I said that it 
seemed he didn’t want me as an agent. 
He finally admitted his prejudice—not to 
me, personally—but to the fact that | 
was a woman, and he said he would feel 
better if his business were handled by 
a man. 

Another client called the underwrit- 
ers to find out if I knew my stuff. He 
must have been satisfied with the an- 
swers he received, because he gave me 
new business. Still another man, whom 
| called on for new business, told me 
bluntly he did not like to do business 
with women. Despite his reputation as 
a hard customer—or possibly even be- 
cause of it—I resented his attitude and 
gave him arguments. His only reply 
was, ‘I like your spirit. Come around 
next week and I'll see what I can swing 
your way.’ 

“I find that one’s own personality does 
a good bit of the selling. Experience 
has taught me to study my clients as 
individuals and treat them accordingly. 
Some do not want personal contacts and 
will deal by telephone. Others like an 
to visit. 

“For women who have to earn their 
livelihood, there can be no pleasanter 
field, it seems to me, than insurance. 
Contacts are pleasant as a whole and 
co-workers and underwriters are always 
willing to help. I cannot think ‘of any 
to get a broader education in 


agent 


other way 
human nature, and the thrill I get out 
of breaking down sales-resistance can’t 
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he put 





ELSIE B. MAYER 


Elsie B. Mayer is known throughout 
the insurance business as organizer and 
first president of the National Associa- 
tion of Insurance Women. She knows 
how to combine home life, business life 
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MR. AND MRS. 


and organization activities. She and her 
husband, Carl W. Mayer, and their son, 
Carl, Jr., 13, own their home in Denver. 
She was born in the mining town of 
Turret, Colo., and was in a Denver real 
estate office for eight years. She was 
married in 1926, retired from business 
for a time at the birth of her son, re- 
turned to become secretary of the ap- 
praisal department of the Home Owners 
Loan Corporation and then assumed her 
present position as manager of the in- 
surance department of the Rockwell In- 
vestment Co., real estate and insurance 
office in Denver. 

She believes that now is the time for 
women to forge ahead in the insurance 
business and that the success of so 
many women who are now filling the 
places of men called into the service and 
war industries is attributable to the 
fact that they were prepared because 
they are familiar with the various lines 
they are selling and know what type 
of insurance best fits the needs of their 
individual customers. 

Serves Her Clients 

Mrs. Mayer says that while much of 
the insurance business of her firm comes 
to it by virtue of loans, property man- 
agement and sales department, she is 
constantly looking for ways to increase 
the income of her department and to 
serve her clients by protecting their in- 
terests. 

She has discovered that the way to 
offset loss of income through reductions 
in fire insurance rates is by going after 
more casualty and surety business; that 
the public which is educated to fire in- 
surance is largely unaware of the casu- 
alty and surety lines and it is the duty 
of the agent to know the hazards to 
which a client is exposed and to protect 
him against these hazards. She thinks 
something ought to be done about auto- 
mobile owners who are not protected 
against property damage, personal lia- 
bility and medical reimbursement. She 
suggests an “inventory” of every client 
on an agent’s books to discover their 
needs for these coverages. 

Many Familiar Lines 

“There are many other familiar lines 
of insurance,” she says, “such as own- 
ers’, landlords’ and tenants’ liability, ele- 
vator liability, comprehensive liability, 
etc. In my estimation, with the tre- 
mendous increase in earning power of 
so many people there is a wonderful field 
in the sales of health and accident in- 
surance. These people have the money 
to pay for such protection and once on 
the company’s books, it is very likely 
that every effort will be made to keep 
these policies in full force and effect 
long after we have settled back to a 
more or less normal way of living. 

“Tn conclusion, I would like to say that 
if every one of us in the business would 
go over our list of assureds, get in touch 
with them by letter, by phone or better 





THOMAS L. 


AVEGNO 
(Snapped beside the Wishing Well of National Surety in New York) 


still in person, we would find that they 
are our best customers for more insur- 
ance. They are pleased with what busi- 
ness we have already written for them 
and if we can sell them on the idea 
that they need certain other types of 
insurance, there is no doubt in my mind 
as to the company that will get the ad- 
ditional business.” 





Bradley Slayton 


(Continued from Page 20) 


fields for women today and in the fu- 
ture.” 

The business of the agency is directly 
concerned with the Navy. It originated 
the merchandise coverage and bonding 
for personnel of Ship’s Service Stores 
of the United States Fleet and it now 
covers the stores of over 300 ships as 
well as a number of shore stations. The 
agency also originated the inland marine 
officers’ tloater—the Government Service 
Policy—covering personal effects of com- 
missioned officers on active duty in the 
service. ‘‘Naturally,” she says, “with so 
many in uniform the need and demand 
for this policy has grown by leaps and 
bounds and I feel that through this cov- 
erage I have a constructive share in the 
protection of the interests of the fighting 
men,’ 

She took to the service insurance “like 
a ship to water,” and finds it more en- 
grossing every day. However, she keeps 
up her local business and is greatly in- 
terested in the new combination policies 
in the casualty field, believing they sell 
themselves if given a chance. The 
U. S. F. & G. is one of her companies. 

Ship’s Service Insurance 

“My problems in selling the ship's 
service insurance,’ she says, “are not 
ordinary ones, but they are nonetheless 
very real ones. Since it is almost im- 
possible to get aboard ship to sell my 
prospect, the ship’s service officer, due 
to the strict military restrictions of ‘the 
Navy, and because my prospect may be 
anywhere on the high seas, I must rely 
entirely upon a soliciting letter to sell 
my product. If you don’t think that’s 
hard, just try to sell insurance entirely 
by letter! 

“T have been fortunate enough to make 
personal visits to several of the ship’s 
service stores on shore bases, and it has 
been a most educational experience. 
When the opportunity is given to go to 
these shore stations, I have found the 
selling is not difficult—the only problem 
being the necessity of covering all as- 
pects of the risk. The situation is gen- 
erally routine on vessels, the size of the 
ship usually governing the amount of 
coverage, and the number of personnel 
and amount of business governing the 
bond protection.” 

Miss Slayton has taken a number of 


“Double or Nothin” 


Frances M. Avegno of Janvier \ (yo, 
long-time representative of the National 
Surety Corp. at New Orleans, is con. 


vinced that in order for a won; to 
make any kind of success in sellin« and 
servicing insurance, she must know | \wice 
as much as her male competito:. “| 


have run against this time after ine” 
she says, “as there is still (in the “vuth 
anyway) a rather natural prejudice 
against women salesmen. The double- 
talking technique of some men ageiits js 
not for our sex,” 

Mrs. Avegno is the wife of Thomas 
L. Avegno, nephew of Auguste Cviron, 
head of the agency, She had been doing 
an inside office job when her husband 
was called to the colors and she inime 
diately arranged to secure a substitute 
for the inside work while she went forth 
to sell. Fortunately, she was prepared 
with a background of knowledge of the 
business. Before she even saw an in- 
surance office, she studied at home three 
text-books from beginning to end Then 
she learned to figure out rule books and 
manuals. She picked un other technicali- 
ties in the office and found it is excel- 
lent experience for anyone who is going 
out to sell to know how the inside func- 
tions. She has had some interesting ex- 
periences, which she describes as follows: 

Keeps Mouth Closed 

“As to the actual selling, I found it 
relatively simple so long as I knew what 
I was talking about. I have learned on 
many occasions to keep my mouth closed 
if I wasn’t sure of my ground. — | have 
also discovered that you can get valu- 
able advice from special agents, brancli 
employes and other company representa- 
tives, who are always interested in in- 
creasing their volume. 

“In New Orleans there is a grand field 
for women producers, as so many of 
the agents have gone into the service, 
and others are from necessity forced to 
stay more and more in the office, be- 
cause of lack of help. There is a great 
deal of new business in this city with 
all the shipyard: workers and Army and 
Navy officers that are flocking here. 
There is also an excellent opportuinty 
to sell insurance to other women, who 
are more interested in protecting what 
they own now than ever before. 

“T have found from experience, as | 
suppose many have before me, that | 
have to work like the dickens to keep 
up my social and civic interests. I have 
gotten more good leads over the lunch 
eon table. As I am considered rather 
unique among my friends they store up 
prospects for me, and are very gleeful 
when some of them actually turn out. 

Still a Man’s World 

“I like selling insurance very much, 
and I have enjoyed the contacts | hav 
made. I think there is an excellent fu- 
ture for women in this selling game, 
just as long as they are willing to really 
work and study. As I have said before 
a woman with only a little knowledge 
can be completely waylaid by a man with 
a similar amount of knowledge. It 1s 
still a man’s world, but a little effort cau 
go a long way. 

“T am sorry if this sounds so very 
‘Pollyannish’ as, of course, I have had 
some discouraging moments, some em- 
barrassing incidents and have made some 
near fatal mistakes, because first of all 
I am no real extrovert at heart. [ut ! 
am getting my reward, as I have been 
able to hold my husband’s business. and 
bit by bit am obtaining a substantial 
increase.” 





correspondence courses since she took 
over the agency business. She is a mem 
ber of the Maryland Association o! In- 
surance Agents, a charter member oi the 
Insurance Women of Maryland, having 
been a member of its executive !oar( 
for the first two years of its existence. 
She has just been nominated as its sec- 
ond vice president. 

“I hope many girls will have the op- 
portunity I have had to take over 4 
man’s job in insurance,” she says. “It’s 
hard work, but it’s worth it.” 
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= DECEMBER 31, 1942 
in- 
*AS FILED WITH THE 
ield 
Oa NEW YORK STATE INSURANCE DEPARTMENT 
ice, 
| to 
be- 
reat 
vith 
and 
ere, ; Total Admitted _Liabilities Surplus to 
“i Companies Capital Assets (except Capital) Policyholders 
vho j : 
hat Firemen's Insurance Company of Newark, N. J. $9,397,690. $37,873,317. $22,321,431. $15,551,886.* 
Organized 1855 
s | ; 
tl - The Girard Fire & Marine Insurance Company 1,000,000. 5,355,130. 2,972,513. 2,382,617.* 
eep ¥ Organized 1853 
ave q 
ch ’ National-Ben Franklin Fire Insurance Company _ 1,000,000. 4,779,104. 2,476,896. 2,302,208.* 
her j Organized 1866 
up ¥ 
oful ‘ The Concordia Fire Insurance Co. of Milwaukee 1,000,000. 4,886,787. 2,465,025.  2,421,762.* 
a Organized 1870 
a Milwaukee Mechanics’ Insurance Company 2,000,000. 12,646,922. 6,695,247. 5,951,675.* 
ave Organized 1852 
= i Royal Plate Glass and General Ins.Co.of Canada = 100,000. 334,130. 1,892. 332,238. 
ally : Organized 1906 
— The Metropolitan Casualty Insurance Co. of N.Y. 1,500,000. 11,570,267. 8,899,381.  2,670,886.* 
“ith Organized 1874 
Bs Commercial Casualty Insurance Company 1,000,000. 11,880,161. 8,595,024. 3,285,137.* 
: Organized 1909 
vad Pittsburgh Underwriters - Keystone Underwriters 
2m- 
me 4 
he: *% %  %&  %& HOME OFFICE © 10 PARK PLACE » NEWARK, NEW JERSEY %& *& & 
| 
st E Western Department Foreign Department Canadian Departments Southwestern Department Pacific Department 
tial 3 120 So. LaSalle St. 111 John St. 465 Bay St., Toronto 2, Ontario 912 Commerce St. 220 Bush St. 
Chicago, Illinois New York, New York 404 West Hastings St., Vancouver, B. C. Dallas, Texas San Francisco, Cal. 
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Fifteen Leading Mutual Companies 
In 1942 New York State Writings 


Company Premiums 
Earned 
SEN EMPNREIML isi als ssc ascoorcisih ea Aw casino tereees $15,230,889 
American Lumbermens ...................:> 9,463,672 
RMU 553g ci. a cs Sig ra Sivrcare Ra a PS 6,945,768 
American Mutual Liability.................. 5,942,028 
PNR UMMIETURD go case ss sien cbc weg ve cceecse 3,898,899 
ES) ee 2,533,464 
Employers Mutual of Wisconsin............. 2,330,441 
ARMIN UERERIIIN 5 0-5,5.50.5:6.0 6:o-6 aie se ae tree care 2,330,098 
Papke Service Mutual... ...5.006:06c0ccccceee 2,222,992 
POM INRON, 6555.56.66 g db oie e acd 0 0:0 61080 1,788,844 
Greater N. Y. Taxpayers Mutual............ 1,788,821 
Lumber Mutual Casualty.................... 1,555,916 
Manhattan Mutual Auto...................+> 1,326,121 
REGRIWEEO TIGR 62.566 ooha wee ses ecco es ves 1,256,881 
1,230,066 


National Grange Mutual.................... 


Incurred 
Losses 
$ 7,775,732 
4,599,339 
2,896,022 
3,257,766 
1,832,241 
1,373,148 
1,056,200 
1,045,642 
1,142,390 
692,967 
593,109 
642,631 
904,148 
444,100 
301,987 
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Earned Losses 
Company Premiums Incurred 
Greater N. Y. Taxpayers Mutual 
Gio r TEAINEY: ss ido-caislsaseereucieaine oaieieieerdio es $1,778,821 $593,109 
PUOEONS \orscitncta ra rtacie pantera ise Serle me $1,778,821 $593,109 
Guarantee Co. of North America 
PME EY: fo ois aaa Garston oi eaianie es okie arte 2,038 
Surety Pee ae ORAS TATE MSTA Och alee eRe eeeioie es & 1,374 
PO GAIS cisvevuse eee uK eo teeeocinarears $4,012 
Hardware Indemnity 
Piss DR ADUNEY aces ca co ee Se bse eR Owe TRESS $136,731 $68,988 
OE, NORA 65, Ai ga oa te ee 38,492 41,624 
WV ORME S WOM. dics cochlea ve series «Peles 51,806 13,674 
eS) EE RR er ea Pe ey Se 4,647 2,344 
DUSCIOLY Ate UNETE. comisiacesmieeines nee swweis 1,836 346 
Auto “PPOD: WAMAGe soci aac avace sec iwa sens s 45,787 2(),152 
Other Prop: Daniage and ‘Coll. i. cccicesas.s: 5,142 1,806 
MAES cs E Rade io erale sie INS 6 STO $284,441 $148,934 
Hardware Mutual 
PANO A DMIEG esse vs coe sie BG wee ee ee te ciel $489,561 $178,995 
ROAR POR ANIREY agit eres ctdlaveitcoaueie sate aeoirorsoerelae a 83,211 23,857 
WME ICRENI Se OORID. to rsid Ghiauiersig seare ewan alo eistorerets 470,081 160,362 
ON SAUGS Es a Ee Pao ae eT eS ee 19,861 8,653 
Bie wlaty: and: BHR i035 edie see Oee cae nen oes 7,601 1,364 
Auto Prop. Damage. 6... scasd sew cmesesscswe's 140,722 52,609 
PRUE OR cic 0 iter nsiare so ei g cs aoe Wine earayetions 39,447 17,716 
Other Prop. Damage and Coll..... ccs cc08.s 6,397 544 
AOS ts Ae ieee eaeicnlineciee $1,256,881 $444,100 
Hartford Accident & Indemnity 
Pei tants for ee eee vere ae nto $245,702 $82,481 
MANN Sorc Soh on eeeeb orotate ior orate race reswrersle lal loielel ove 19,174 15,608 
UES. BHADUNEY” 6.cac sare cnseionmne ea er wehlie e's 2,164,995 922,055 
Oier TAD <2 cne nenseid vescauwne one 1,275,093 381,894 
AVGrIeh SPOOR: ~Scatitaaeena ates careauaeen 2,216,341 1,098,338 
TLE ee ee On eo Bee aire ery a eS eee 516,682 151,871 
TS Rs RRM ERE NTA mene or BRET EO CHT 310,775 —8,798 
PRET ASS oo!oscrcs sh Seentel caer ale oot eee 107,762 42,778 
Berriaty aud: Tete: ccccc sin sisitoaseniouianls olen u's 453,047 91,266 
AUstOr PEOD: TDAIMARES 5.53.5 /c0:5-s:05 5 oles b awleniorers oe 592,114 225,926 
POV RAINED gb cite a cice epee reine ole ete bie ce 33,649 13,448 
Other Prop. Damage and Coll. :.........0<c60%6 71,819 11,268 
BEATS he ca Seas eae aen seh anee $8,007,153 $3,028,135 
Hartford Live Stock 
PUT AMLOD corte cielo sie er ctee vera eau wis eee eee $59,315 $29,134 
PAL ciltea ie ered t slateaa, crete tera liieveinvataveiniarsis obo $59,315 $29,134 
Hartford Steam Boiler 
Ur Ree oy gl 2 $366,502 $74,620 
MUR ENGEN. sseqhcv:ctaveracstote evel ginigual oie Peaewaierhess 187,412 59,495 
MAES re cicccod meson wen nomena $553,914 $134,115 
Home Indemnity 
CRIN cies ca Ao eh aa > ore is $108 —$260 
PUTO ERR URLEY.  sie:hisigevterelerocele oo nies wi wie aa ST 293,824 194,026 
Other AA BINEY i sjolioe cn datas os Cas. ialid onsen 128,255 7,332 
WY GRICE S (OID oo sais ca wieleiereloevasicee eno vere * 1,974 —9,277 
PREY oc lorcrctaiepr nibs en Weel ernealluematnyerra ns 145,547 39,490 
NOIR ooiss nu Pacis eos ak vee Soe en aia aeloia tee 14,636 —1,241 
PEER CARS 6 ckigitre cr ress Asis Os SGA Sioa eS ENR 24,859 8,852 
Bursary and “GME ec oscce-csa on aa's cco eele's 99,827 28,287 
BAGO RIOD, TRIAGE iis bees ev ecce sv soelens 77,631 36,500 
Pato COUSIN 254 Fears ie recent sew kmeenieters 14 —57 
Other Prop. Damage and Coll............... 980 26 
MGEAIS vin ceric sate aan week aie oes $787,655 $303,678 
Hudson Mohawk Mutual 
OUReEIARUUNEY, caiiesheaar sos eaoee sie Seenstess $5,666 —$689 
WG PEROT S COMIDS. diego aie eleid seine 544,154 239,762 
Other Prop. Damage and Coll...............- 275 iedes 
MENSER ES o's crelns silence araiitersiattrstericiecrretiae $550,095 $239,073 


Ratio 
Loss 
51.19% 
48.6 
41.7 
54.8 
47.0 
54.2 
45.3 
44.9 
514 
38.7 
33.3 
413 
68.2 
35.3 
24.6 


38.0% 





May 


DCS 
=~ 


Set ORRIN IE LAPS Ft ae te Wy 


i Reeth pase 


SELL ne ot ee ee ae 


Sa ti 


ess PA 
> 


ie 


™ 
=o 
= 


yiMle ita 
=> 


Accid 
Healt 
‘ Auto 
© Othe: 
BY Work 
Suret 
§ Plate 
Burg! 
Stean 
Mach 
Auto 
Auto 
Othe: 
Wate 
Be Credi 


Sst bae Bice Wee PR RAEN 


s. UL 
© Auto 
a Othe : 
s Wor 
em Aute 
4 Aut 
| Other 








May 21, 1943 E THE EASTERN UNDERWRITER — CASUALTY-SURETY SALESMANSHIP EDITION Page 25 












———— 





New York State Experience 





















































lgs Earned Losses Loss 

Company Premiums Incurred Ratio 
Ratio Indemnity Insurance Co. of N. A. 
Loss sasilant <Urmee pate SeeteacesSatuvnars onal vh $141,401 $46,912 33.2 
OT ee, gas tag ers casnces vans 16,738 8168 48.8 
Oe Te id secs 839.263 268,641 320 
br ee EMI st isic-ck ia serans 740,234 199,429 26.9 
548 Workmen’s COMP. ....ccscsccrsecceccccsenns 766,006 272,226 35.5 
bie Alia RA MRS ORI NS 422,083 77'827 184 
— Be ee A et is ca retots 331,054 49,964 15.1 
45.3 ee CUM Caer Cin aiass i Wires ean 42,506 13,533 31.8 
449 Surlary and Thelt...,...1.0... PN ee 221,764 —2,839 ia 
= ar rede MMII ncicarlccaniowsnuvens: 204,690 94,043 45.9 
oo ois: COMM Saas ves ©, vggigeieieiseee arnt 2558 350 

Other Prop. Damage and Coll................ 5, 04. i 

“oo... 7.985 2,893 36.2 - | 

“ ) kl [ Cree seCEs eee eeese User ee eter entes ’ . “ . JUG 
ber ie einen naieiaap lies 47,316 35,226 74.4 THE FUTURE 
246 aM aiics socket ta iecinsslastids $3,904,161 $1,077,624 27.6% MAY BE UNCERTAIN 

i Interboro Mutual 3 

© Ato LiADMehe scenes cece net ceenncerctoeeuss $761,253 $294,065 38.6 

Bike Lis ork baa Weave tua sé cuneis 172,962 38,417 22.2 

‘ Win fine S COMMB er c.crtiet'ia ts hae sats uleeens s 1,395,075 972,968 69.7 e 
oss Auto Prop. Damage....... anes thastne gitacs’ 198,448 67,461 34.0 but of one thing we are sure— 
tatio @ Other Prop. Damage and Coll................ 5,726 237 41 

af - « * oO 
— SUM elicemcurerpaciccnbots: $2,533,464 $1,373,148 54.2% that this period of economic 
Od f| 


— International Fidelity 


33.3% TBM Fidelity .....sscsecceeeeeeeeveeeeseeeeeneeens $95 ‘tis nin activity offers unparalleled Op- 


STUN RRR ee ORO Ctr trc ren CCOCC ORT 214 


To idetdieccsiens $309 0 mee portunities for the development 


Jamestown Mutual 


ES eS esenisuapemeattees POR? ODOR of Liability, Burglary, Glass, 








bon Be Workmen's) COM -5.0.6:00 2/006 ne eerie. crore clove unis 1,045,061 Feelin oy - . - 

. o Prop dz RO s CK AS ROD RRS COOH ROO Wee 280,359 920 42. 

ce 13,840 5/862 42.4 Accident, Boiler and Fire 
oe S Other Prop. Damage and Coll................ 2,241 563 25.1 a 
eee BaNwe “§LOKOR HON Insurance, as well as various 


Sens east 


CRM hi hers $0950 $4155 aL Inland Marine Coverages. 














ate LINED areal, cA os vas vas va bauwens 2,313,050 539,123 23.3 
36.6 me Other Lishitve cid enss ndteucwonwanne nc enenee 1,413,515 328,232 23.2 
287 B® Workinens (Gompe iain deere ce wnrcenkuecers 10,498,152 a ye 62.5 
341 RIGGUILY 2slan Uacee Estacion oreeneoe wy meme nene 140,329 85,817 61.2 ; eye,e 
136 ile Cab co As csyick chee ccs lesen 19,372 13,520 60.8 Unexcelled facilities and the 
179 S Diurclaty anid: ONetts.62 levee neces cence eeaees poetry er 29.1 
374 m Auto Prop, (Damage: c0c<,0<cc0csondeaaes ee 610,954 235,574 38.6 
149 Other Prop. Damage and Coll.......-....... 124303 2308  —I186 most modern contracts enable 
as Ud@ 
aaa Wille ate suid toro cid eo nies $15,230,889 $7,775,732 51.1% ° 
anf the General Accident and 
1 London & Lancashire Indemnity -_ $74 » 
= BP NCCLUCIVE cba pian 5 atta ira Seneca gira ale $ 6, 81 090 6.5 
ee MMI sci Fedak Ph aes uo cc atacsdint satenee as 3,702 3,814 103.0 P 
rr Oe ON EA aoc pan ehaeenscrus Cane bawens 447,539 265,444 59.3 otomac to help producers 
2.0 TM Other Liability .........ccccceeeecceeseeess 239,518 105,814 44.2 , 
DD BS Workmen's Comp, «i. .cesiesccseassoneees 183,444 77,396 42.2 make the most of today S 
Oe ENE ia seauiysiradavanavecininuevigte 4,005 275 6.9 
ee AY tibiae tesa etige add cdncdiowawhs 13,635 aa ans 
AAT ils Cadi ce sh tacioids bagdonene vets 32,563 10,447 321 opportunities. 
ML Me Butglory genl. WHO, oo icon nes ccscévccssnsaes 43,370 9,563 22.0 
20.1 HB Auto Prop, Damage.........sccscecceeceeees 126,868 61,630 48.6 
ee MN CME Ed iota Ser thnbuaesasonh ys 9,543 8,018 84.0 ght sro 
ee Other Prop. Damage and Coll...........+++. 7,172 5,208 72.6 7 . 
— ae WN eh ccah digiins sxceakon $1,188,140 $619,857 52.2% 
ROY, %; GS 
London Guarantee & Accident 4ny ins¥® 
49.1 Accident ., cn cshetta trainee renee cele nontwos $60,499 $8,542 14.1 
srt EN use a dices ieatad bis abe hday vabich¥oanae 2,079 2,225 107.0 
49.10 a oe Lig aithuasavc Gi nous in aaearen eww ewe e ews 286,780 gps ye ‘ 
Be NOY LN a Sec uscatenunna 181,260 82,583 45.6 ( { A COIN 
04 ae WOCKINGH FROM i cscnadaserddsvnancakedo 545,680 273,712 50.2 ENERAL CCIDENT 
MT BENS a ek tuont es i son ta eos heataewss 7,562 Hep 


Chale 12'933 8513 638 — , 
4.2% a 3 ro 655 11,158 FIRE AND LIFE 
eta WO cosa. 5 sy cesunvacexexseesonn 18,793 2.266 121 ASSURANCE 





OT TE NN as ka teu penncannenn 3,084 50 1.6 , 

660 BS0to Prog, Tiieeie eck si teiescaevsned es 74,686 40,855 54.7 CORPORATION, LTD. 

57 POR COMME reckons cee ihuanceseces 5,670 5,653 99,7 

70.0 3 ie Damage and Coll... 3.2.0.0. as 2,372 wae 

71 ae VOCE DASE re Uv adis tee cictee Ceweyae 533 1,290 2: 

85 UGS! pe ag ee od de cea 472,999 24,518 5.2 [PP \ | YG TC] 
. OTOMAC INSURANCE 
8.3 MORASS hte Shir caeerctwene naele ewes $1,764,112 $628,549 35.6% 

x COMPANY 


Lumber Mutual Casualty 


Pad... | Se epreereeerrerrrres $147,582 $18,360 12.4 OF THE DISTRICT 




















Meer Lee binom, iehcanasaatoenes 93,378 —e * at 
ao ow ONE CNN Ve ok acdexsxesawenvessy 1,244,822 607,078 48.8 OF COLUMBIA 
eee: 6. rere 46,027 13,441 29.2 
—— CAE, SIs ge ca nasties veie anaes 2,992 et m4 
— g Uther Prop, Damage and Coll...........0006: 21,115 5,796 27.4 hd . . : 
“ General Buildings Philadelphia 
MCA ee ets Nee cts aes are tae ae $1,555,916 $642,631 41.3% * 
35% (Continued on Page 26) * 
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Company Premiums Incurred Ratio 
Earned Losses Loss 
Manhattan Mutual Auto Casualty 
AUG TARA adc cisaison gas sas ark ososeo sews $1,085,870 $754,701 69.5 
AGIA PEOD; WORNACC 65 siiciapt a abeawwes Osea 240,251 149,447 62.2 
MUMMIES: Sicochcce otooA ONG $1,326,121 $904,148 68.2% 
Manufacturers’ Casualty 
Te | Se CSE IE Rett A POOR PO? Shae $50,114 $18,804 37.5 
AMG EAU, Wok acteci db kane comeoeaonwetee 1,309,650 415,381 Ky 
LIB P EAE, sols cce sige ks coeur views eeineeen 31,285 1,969 6.3 
SPORES FOOD, oss ok isons cou deveaeeaehe 159,796 48,086 30.1 
RONEN Sosy otra sina pauls Gxte SAN Nees 1,024 Bate 
MMEEY Gos cirw.copie Patio eh akuobwe ra ehiwe teks 9,689 nee as 
PAP URMONE - 6 ius cin wes mare nicnics kawat ee ohen 11,154 3,987 35:7 
SUAS EN ANG HMOs cca wacavnsh sec cakes sows + 13,858 1,274 9,2 
Ait PEON, I AMBEE: 6 os055cosrswcueeasess wie 350,553 94,054 26.8 
RAED ASO nc con Mao ocE hie 544 oarsete we ee 8,837 1,730 19.6 
Other Prop. Damage and Coll... 5.i0s%6008 3,175 40 13 
MNOPAIGS: sy. Saree edohs suwuoek eeeeces $1,949,135 $585,325 30.0% 
Maryland Casualty 
RECON Sine Soaipyics bbac sean shin bos ohare oat $115,820 $41,130 35.5 
LE a eS eae eT ea R INS, oven Ze 13,902 6,377 45.9 
Group Accident & Health «...0.. 65.06. 0%00090008 7,141 2,270 31.8 
PAPE BRUULES 5 kn winicbis-athwwn bow domo Rese eee ¥ 1,066,806 188,382 45.8 
CCE CRRMMED, oo. SokSabrksknun kiwonsahonees 534,212 157,948 29.6 
WWOTRUNCH S SOGIID.. ..o5.004s a secvdus ecm doamess 1,301,374 651,511 50.1 
PANERA Sa hte ty pias cra eh miata pip peal ete Re biel 243,491 89,340 36.7 
RON es ale tae ok aes Fea Sk Ree oe eee 255,303 —44,919 —17.6 
Iie DE. ave sheesh an aeaeeoas er aeees 56,305 24,561 43.6 
egciaty Bhd DRO. ic sooscdseonascseiaaes 139,236 53,572 38.5 
wl Op at Se ae ie me eee ee 518 4,222 815.1 
BU ORIRENS, cy usauw Ash nws coo sauunsenish essere 1,266 25 6 
RASEO EO ROAINDUE . 5 55.5. 6556.55 Gwe soatee ee Ras 295,022 149,367 50.6 
REG ENON, foo no wins oc oa Ree ae bos 4,437 2,960 66.7 
Other Prop. Damage and Coll............... 51,252 1,923 3.8 
SUCLETT s Pe cunee ee a ai itde Snsetiean nr lt rary ale Sa 25,225 18,109 71.8 
MRMOAIS ony ace ce eh ve See aaa $4,114,310 $1,646,778 40.0% 
Massachusetts Bonding 
ROTSNIDE Ei oc te he Ve kre babe cen ot eee $171,097 $35,000 20.5 
E PCC, Ree GR te ee irae Ber eOen eae ORIEN x ern ienoee 7 130,489 73,907 56.6 
Group: Accident S: Health. 56556 05550660008. 1,440 3,372 234.2 
NGNID AEAAIENER, coe kat eek camtndeu Moslems. cacee 757,360 357,632 47.2 
COUN PaO Os sw arya eatrendice va ete aise eens en 688,595 231,314 33.6 
SV OIMINEN BACON: caves cabvceweredexbicotss 1,026,600 837,400 81.6 
PMY. Send ik sats sie serbans sarstwesvsnuewes 116,787 17,084 14.6 
POMONA = 35 he cio ss HOAs ane eae eee RN 115,427 —116,220 100.7 
PAGE GEASS rriogrc cas cv oset-s hoes koohaDe Sean heh 66,422 27,642 41.6 
Leg le gee Bee Ee | ar ene 104,945 31,565 30.1 
PMIEO PEON ARAMA CE os ov -isss onda ace sos cans 208,583 104,229 50.0 
RU MOOIMDION ts'snoscu soc oa snes oaascosere 2,365 584 24.7 
Other Prop. Damage and Coll............... 28,326 3,853 13.6 
ANDRES Asis sh matic teat ak cea taton $3,418,436 $1,607,422 47.0% 
Merchants Indemnity 
re CEL) LC | SRR One ULES RAR Og IEC En I Bae $136 See nes 
RE AION Srsrecia sic be cinlaccsls dios Dae oon be 55,243 $17,626 31.9 
CONGR BEY ccs. Cue eso Ace eae bi ce eeen eae 1,284 2.333 181.7 
So EE OT ee Oy Tee tee een 26,340 pisives Seose 
PAI AGING. neue h Mais s sabe ee aiee abe Seed 17,541 7,485 42,7 
ESRSREROT AT CAIN BUMOUS < corso 10550. d gs 0.5 acne Grarteesie 3,626 400 11.0 
Other Prop. Damage and Coll................ 89 
MOIS Sr itcnaatacados shai orkndesies $104,259 $27,844 26.7% 
Merchants Mutual 
PSNR ores Bene ernie ies rcs ex SaceE $72,602 $25,429 35.0 
AGORA, sioisic ce varsaun orld aaueardee ue 2,449,582 1,126,339 46.0 
QENCLCEMOBNINUY hang ots cass oa bev nonumy none 116,143 41,861 36.0 
WOMEN G AOOMID:.  idicincags cseeceacbucau savy 479,363 252,171 52.6 
SRNGE heheh soe Ree eh Oks Nowe ea OR ee USED 19,774 10,184 5L5 
Rte: Peon: Dawes oa5 bA60s so adeeaddoRavk 726,653 360,572 49.6 
RSH A APIGUONE Sida des Radek sees bso eee 27,459 13,638 19.7 
Other Prop. Damage and Coll..........5.:04.3. 7,323 2,047 28.0 
PesES saint A mien ae eee aoe es $3,898,899 $1,832,241 17.0% 
Metropolitan Casualty 
CLE Le | TES et Rak, RnR ee, ae Sesee ae $107,971 $26,942 25.0 
PARONBN ciulets chicn Reka Cec ui eas catia ke eset 76,610 28,612 37.3 
Group Accident G& Health... ic occcccscscccews 187,834 123,487 65.7 
ASTD TP REUUY © sis b5 cts dls.d soca awd ere 703,511 378,424 53.8 
RPEUCE CARIES: 5 iscs aswisa enacts chokes 525,941 169,521 32.2 
NUDERINON S ASO, o6sivxe sh nikvkunneoetugenx 248,554 226,313 91.1 
ERED coins sedis ews bus eaces se rape emotes 16,557 —2,147 —13.0 
RONEN ion sipnitumie tak wis ee neal anne bane wea ae 57,373 17,624 30.7 
PPAR NMEA. 6 oasis aos eae hia wae ets aoa cean 98,006 37,482 38.2 
PUP RLAEY eOt SURO 5s Sines ceulcnsieseweenies 93,213 23,079 24.8 
hee go ce Lae |): a ee 83,833 49,667 59.2 
EG MOOMIMNON 5.66 )c5 soo Swaksatoakioweeate aes 2,174 907 41.7 
Other Prop. Damage and Coll............... 9,922 6,105 61.5 
SURSMMEE 5.65 Sen se oat 508 5 mice is Saletan eee 1,088 259 23.8 
MMDUMNGE ek ren 2 vivcuieaiseen oa hues eine $2,212,587 $1,086,275 49.1% 
Mutual Boiler of Boston 
OME # AS dst teok ened 's aoe Ne omy a Eee $58,482 $3,006 5.1 
RRM cic, Rig aig es we EARS pane STEREO Oe 62,494 3,309 5.3 
POMS: os bGROR eee Gh pa eeene $120,976 $6,315 5.2% 


Mutual Casualty 
































ORCL AUEY:  o5\6.5'0 sss os.0:0rs Weas eee moe ewawts etary —$1,250 
Witekinenie MCORIDS aaiuccitesues sesame cenlewors $208,478 120,339 
PRPS sipscriro parca Osaess ae en aoe ete $208,478 $119,089 
National Casualty 
PREC fot isi oie asks bys MIG ai un SIAR ITO $404,086 $191,774 
PARC pica sicher oo a rr oSatot Oe ee REE 269,351 127,610 
PANO) MUSANSHILY? — 5:5: Sieis nis sos shevelass eee alse WERE 184,749 50,368 
APMC TIS URN: » 5) \ci550.55. gn onde Ree owiar Prine nolo 130,260 14,072 
WiGthinei S-COMID, << ass stasasie vie baees awe 138,944 95,172 
PURELY. so yysts fea a levers ai isSis neo seme eG irl ers 4,456 504 
SHINEE P5505 cas Sidr Seats A CIES EG SU eS 8,711 2,178 
PMN BG. 22 sty cd sintes ates e Cheri ee ROSIE ARES 18,692 8,095 
IsUiwiaty and “VRC. 3 oa ona Sa valeowsisions 32,620 6,998 
PUTO SOD; WOAMIAPO 5 tase tine sates sdehewe 48,802 18,505 
PAO API SIOR cc. 2 os AS as oe sew SW He DE 504 Praen 
Other Prop. Damage and Coll... 60. 6665560 2,043 —52 
BRN oo ctioloado yw wasn acl Os Sian rem Ow See $1,243,218 $515,224 
National Grange Mutual 
PGE TOME 5 ac so: sreskea a sw aceon ve rahe siete eters $896,922 203,576 
PAULO” ROD, CDAMNACCS 555055: se0s sacenselane teins 277,775 79,098 
PEGE ASGINGIONE soon shoes Wisesae eines ee eww es 55,369 19,313 
INNER NS 9 lier. ctr pil ra picva tale Pe tayey otter aon $1,230,066 $301,987 
National Surety Corp. 
PEED sca vile cons Aer eon tenes Gera tee tenes $794,528 $159,266 
SELENE reer tier vist ees aati ihe ikeisto eerie 799,865 82,348 
OE RT SE er ee Deer ey Corner 60,117 37,032 
Barplary and Ghetto... s0gacnnc satires cee 484,241 111,496 
Pe SES cio, 6.750, sel nde roar ina mere ee $2,138,751 $390,142 
New Amsterdam Casualty 
Te i 1 See ee ae greed ORIN a Aten MORES cere Pe $58,397 $24,375 
Oe etre Sone tard) Rare lice Baan ae area 4,946 2,541 
PUY WANES” cu5 a Wane Bh die gree enone aces 1,070,593 629,004 
Gee PAGIIMEY aciuicicduainde vraniesoeme Mee vale nets 738,707 377,922 
Workmen's “COM. case ccs oeincvyaecwes eee 1,119,155 783,882 
BE GRR GAS wees: signee eas avare rp vaus erogearais ey erana aoe re mena 98,080 12,927 
BINGEY, va sis kus tislevess cect eigles sce dactee omar Rens 111,971 13,005 
BERR WOES 0 Soy sick ore stew op a clei aig TRE 106,923 39,481 
Borwlary (and CHEM icckcteeocsansescsesaens 117,678 23,509 
Auto Prop: Wamage ccs seeveswew sims wends 283,820 138,930 
PROTO MOGMIGION  oiccccdsiswisd coe anwar enes 4s ee’ 3,672 1,853 
Other Prop: Damage and Goll. ..s..55 0060-0. 31,723 19,532 
PANS io Ao oO Til ech epee ae ae $3,745,665 2,066,961 
New England Casualty 
AAR MIMIDIIIENT ciasarotninne ce waar cinoseat ies $158,407 $122,961 
"OU a gael Lv) 25) UIC Ma eee Nc et 9,098 5,387 
WW OPENS: KGOMLDS. 2516.5 60 cis'snuiee cine nore cebmas 22,644 3,376 
SLUT enicn srl Geta ch Colne sear nC eLAMG EE aan 1,043 205 
PiAte BSS cs Aero ceaee eae FoR dcioanct NaN 1,303 329 
Burolarnrcand: Ghett.c.cisscsacaccisesdeswes 1,580 392 
Auto Meron: WaMare sx. 6.ciccev icin s sa daleacnemaes 47,273 32,500 
dN oily: Gtr" | ERS Let 2 gee aR a ar mee eer ae 361 160 
Other Prop. Damave-atid Collec s.5c.c06s260% 464 74 
SUGHECLN SR ackcer chat ween inn eae eS $242,173 $165,382 
New York Casualty 
SEO AIIM. aac nas oie vec «sib pratenare eareaes $330,683 $219,147 
OEMET TRADERS 5 ogecids babs aoielionee mutase oases 164,335 90,328 
NVormenen s (GOMD fiche stun seas caeseos 122,419 43,797 
PYG CURIVE: cc Aosta y a sak sation seca ceolnine ments 58,985 18,488 
BS EBR EN ae er kc s,s csc weet o zane eran e oer ave intra orev OREO 67,439 —2,385 
1 SS CE ee eee RRNA OC Suet & 44,945 16,405 
Biitolary and TRELE sicicsss dence. encn xcs 30,138 4,995 
AHO PEO AUN Cis ilscaca a sorelsvevnte ates erseniovenele 95,935 41,850 
Deity SOM EG os os aS otc sc terocs eo wn oe uciolicomutes 1,408 1,050 
Other Prop. Damage and Coll...;.......5.00 5,001 406 
NRRL 555s oo anim naaes ee ee $921,288 $434,081 
N. Y. Printing & Bookbinding Mutual 
NSO ADULLY “steasacanice paterson es Mouieteomaass $13,608 $6,958 
Nop lsmien Ss GGIND. o.caa comere occa woasermene nes 410,677 277,657 
Ato PerGny DAMIARC nays sa tsetse cecee eas 3,358 237 
AT CORONA PE Stee Oa Re Re gree ere eee $427,643 $284,852 
Norwich Union Indemnity 
PiCCUMOUE a csoscrcsnicn bee Aen Bae e NCR ooatee $7,144 $3,418 
BERANE a yo cave Sraceter are Oe lanes o rare tanta sim rae Hey —225 
AGE MRIAINNLY, 4b d oa sien aca twe aetna ee 73,415 45,912 
OPS ICT OY arsceye ccs aiei sere smo ay orate weer ecpeetnracacace 17,839 5,29? 
Workmen's COMD, siscscess os cee sdtiece se eens 17,836 24,433 
PNG SER ARG | horn 5:6 5G oO ESO RS Keer hes 4,710 2,486 
Bistelary ANd WHC: siscc pacman anclees 4,325 636 
ASRS MES TUNE ON NAM AE oiiin cos. ave: iar ecatatelesio in skeneietixe 21,641 7,427 
Rasta COMISION - ds.c5av sca cicseese awe sousem tos 959 —/5 
Other Prop. Damage and Coll............... 382 312 
REMSGARS:. bei. uics.pearerwes ere awa ew deere $148,251 $89,616 
Occidental Indemnity 
PCREOIN +5 5a “el cresaraegre arose ie) o eie\e's oi9s 80 avolerer scare ergis $780 $1,143 
PTGS nici tv acrerseserd oan gee tae Ae eee 30 aes 
PLO MAUIIEN. cack calouugu nacre eines oaenes 33,903 20,722 
DGher ADIL: 5 co saves ces aehe od Maer Mees 12,687 3,781 
VERE 6 COMP! cise os0 socenlcncess cee 21,301 14,589 
BIMRHENS sin'iicen tie baalon baaeiie soataneeeom eres 777 230 
Te 2 a ee Cee TEER ee Pret Cent ee eran 1,145 Seer 
PEE GAGS) 6a coc ck a conae vue eseenne esea terns 2,376 514 
PBeTy aa: THOLE: 6s sc-cs.cas cases. ch wedieewe.e 1,614 377 
Ato VOD! MOBIMATE oss s-ricidaideaprele vate coe 11,253 6,232 
PEO ICG ERONE 5k hea swiss ces alan rnceelewa eee 90 ae 
Other Prop. Damage and Coll............... 655 597 
ORBIS cane chk cea eee e eee ‘ $86,611 $48,185 
. (Continued on Page 28) 
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Louise Loadholt 


(Continued from Page 20) 


he will create confidence and gain the 
vood will of the assured; if he is tact- 
less, unfriendly or negligent, he may 
alienate the assured or overlook a seri- 
ous hazard. 

While production is outside of the 
realm: of the engineer, Miss Loadholt 
finds that the engineer who takes an 
active interest and has sufficient knowl- 
edge can be of considerable assistance 
‘the production of business, particu- 


in Page ae 
soliciting the catastrophe 


larly So in 
lines F 

“It has been my experience to have 
an engineer take this added interest in 
our agency,” she says. “This engineer 
is particularly concerned with the hu- 
maniiarian aspect of his job, and is 
therefore as thorough as he can be in 
his inspection of a risk from the stand- 
point of safety. By having his_ safety 
service available through the medium of 
insurance, of which I am a distributor, 
[| feel that I am contributing to the se- 
curity and well being of our city. The 
insurer’s interest is benefited by this 
attitude, as well as the insureds’, who in 
their everyday personal and business ac- 
tivities are safeguarded by his alertness 
and engineering ability. 

Praise for L. D. Young 

“Concerning the business of our agen- 
cy, L. D. Young, engineer with the Royal 
Indemnity Co., takes a real interest in 
our problems, and will help us in solving 
the difficulties. Toward giving added 
service, he is prepared to interpret cov- 
erage, make surveys for prospective in- 
surance and submit rates for production 
purposes. Where complicated issues 
arise beyond the scope or jurisdiction 
of his position as a field representative, 
he will make every effort to get action 
on the nroblem from higher and more 
responsible sources. In contacting our 
policvholders. he endeavors to sustain 
a friendly affiliation, and takes personal 
pride in their business progress and the 
condition of their equipment or other 
pronerty. 

“As agents we know that the casualty 
engineering set-un is nrovided to keen 
down the frequency and severity of acci- 
dents. which reflect on the rate structure 
and affect the earnings of the insurance 
carriers. It affords us the advantage of 
better competitive rates in selling cov- 
erage. But above all. it is a great serv- 
ice fo our countrv, in saving thousands 
of lives and millions of dollars worth 
of propertv so vitally needed in our war 
effort. We as distributors of insurance 
such as hotler and machinerv, workmen’s 
comnensation, auto fleet. and other tvnes 
of nrotective coverage, can share in the 
ereat ohiective of the insurance enoi- 
neer. to keen rneonle healthy and on the 
ioh: keen essential machinery and eanin- 
ment movine at maximum = nroduetion 


canacttys and make everv dollar connt 
” 


toward winnine the wr. 


Paula A. Bale 


(Continued from Page 20) 


she could know him. was in the insur- 


“nce business and she married the Chi- 
evco branch manager of the Standard 
Through the vears of her marriace. she 
‘as not in active business but she kent 
in constant touch with it throuch dic- 
‘ussions with him. Then came the sud- 
den and tragic death of her hushand 
loavine her with a vonne son. “So hacl- 
) the insurance business T went.” sh- 
sive, “thig time on the other side of 
the counter, as a nroducer.” 
Mrs. Bale had the advantage of know- 
ne the imnortance of good comnanies 
‘nancial stabilitv and claim aneles as 
well as underwriting. but she found that 
2ctial selline bhraneht new nrohlems 
She has set herself a standard: “Know 
subiect: know vour nrosnect’s re- 
‘irements: have his hest interests 2+ 
leartt: never sacrifice comnanv or the 
er nrotectinn for anv consideration: 
3 leasant, definite and as brief as noe- 


te 


ha] 


Bale believes that the war has 


created no special angles for the woman 
producer; that it has always been a good 
field for women as they usually have 
good memories, are not averse to details 
and are interested in the prospect’s 
needs. However, she finds one handi- 
cap and she describes it and tells how 
she overcomes it in the following lan- 
guage: 
Contrary to Teaching 

“A woman producer should not spend 
as much time in personal visits on her 
prospect as a man does. I do not be- 
lieve that business men like a woman 
coming to their offices as a rule and here 
I am about to say something that is 





OFFICIAL U $. MARINE CORPS PHOTOGRAPH 


contrary to the usual teaching and meth- 
od of an insurance agent—I have found 
that I have been most successful by 
mail and telephone to present my propo- 
sition—I do not insist upon an inter- 
view, unless requested and then I do 
not repeat; delivery, etc. is done by 
mail, as well as future solicitation. 

“T have a large percentage of policy- 
holders whom I have never seen; they 
were friends, business acquaintances ,old 
classmates, etc., of my husband. I have 
not only retained their business (with- 
out calling on them) but am so thor- 
oughly in their minds as their ‘insurance 
man’ that they call me on the phone for 


any insurance information or service 
they need, so gradually I get all their 
lines. I get the ‘correct answers’ if I 
don’t know them and take up the mini- 
mum of their time. Several of these 
gentlemen—and two of them are promi- 
nent lawyers and several rather impor- 
tant business men—have volunteered that 
they like my method. I always advise 
every policyholder (to whom it might 
apply) of any new line or change or 
addition, etc. Always give them an op- 
portunity to buy or make a change if 
to their: advantage or to say no and 
then the other fellow has nothing new 
to offer.” 
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Earned 
Company Premiums 
Ocean Accident 

OE TIO OER Ey Sere Ree $79,456 
RENE i kee Sos ie ca cls ah bwas ee eiawe ph Ye en 43,844 
er EN Ai, docu sphueiabsae as. casekeoes 457,857 
CORNET MINE 5. cen sido Ow a Gre eb icngeardes 307,497 
IONS MOGHID:, 0.2 6.6 ba bakes SoG bc exa ceases 554,114 
DEE cos a ais eee viet eaee rhe coec ine oe 24,506 
I i och esx d cl owcaeubere Rass esanihmaceesé 43 
cp EEE eee Sere ere ee ee er 31,199 
DUNE GAG TRO. osiviisws xbideasckssewaxens 142,255 
BD NEE isch avashccenvukeeteuns cendeeee 41,123 
RU i os te eS a 31,974 
RO OOD: SPOUSE 5 cs os paces oewaede tues 124,110 
RO NCINOID 5 cases a ts chee aa au a te ewe 4,775 
Other Prop. Damage and Coll............... 7,759 
PE OIET SPREE 5 chicky dco bers aeuekooetaws 431 
RENE Disb ees nash soba eS DasuRae eae aieE be nents 
ERDAS cu. aliselspacesa Reap eakaes pans $1,850,943 

Peerless Casualty 
ee ON, onsen cue ene samaaes $15,557 
RA EE isn soucWesaagea ces ve seees-e% 112,825 
No ciate ic Pas aw raw dee eee 22,380 
PO SD. aoe b esis wees uamseew oe 259 
ee Te ee PE are ee 4,706 
NE. Bibi s nao on khies kaa e hous steno ea eaa ae 152,318 
ee ig Se: ee eee 5,289 


New York State Experience 


Losses 
Incurred 


$24,715 
21,953 
194,382 
96,040 
207,698 
—1,612 
9,772 
36,798 
3,060 
12,026 
56,494 
2533 
2,583 
174 
—778 


$665,838 


$13,559 
11,539 
7,700) 
26,701 





36.0% 














owes 6as 662600066508 OKO RD OOO ra I 
Phoenix Indemnity 
i EEE CR a OER ee TET Se $128,145 $48,403 37.8 
Health Akg pinank done etme gy haiieka sere ea 15,175 8,310 54.8 
MOAT MNES dosnerdikcsy cxvoeeoheen eee 222,439 127,182 57.2 
Ce EES. pc daccasvndecaeeneosawssess 156,911 41,991 26.8 
ENE RNR oaik BSc view secon ws ma deemie 155,858 114,142 73.2 
EAE 5 che cic bits chil pea his Sires ober been Oe 339 Sealy ghivs 
ee Pree en eee 19,442 7,874 40.5 
es ee | le en ate eee 34,428 12,433 36.1 
IE ENNIO <5. ck six sr sun wae eae aaleee ore ere 3,887 90 ra 
RNS. 5. 5..'s ctdcirbtdinshicies chloe es eleaninee 305 als > hae 
Atito Prop. Tamiaee o5.6 6 oss 5k scateseas sess 62,195 36,038 57.9 
RE MNOS... 5S, oo ped b's nclana lew tee wate Foe ae 1,578 —34 2.2 
Other Prop. Damage and Coll............... 7,265 100,902 1,388.9 
GN is ees Sanu aren ews hbeneeewe 510 196 38.4 
DOMIN oh doce ce bus aah os keene s $808,477 $497,527 61.5% 
Preferred Accident 
MONIES itt Sore edie nites so eofae hos eRe Ee ae $100,853 $18,986 18.8 
ROU ie is nice bre are 8 gpcetnsd eS A caish wel one BR 7,628 3,233 42.4 
ae ee CeO AT ere a 985,988 559,013 56.7 
PR CMMI occ 0 a pale ca oanh an eee oirunen 91,383 44,213 48.4 
rrr en eee ee 139 Bras er 
PE wncsc baile cle aviemieiers es ER ety 5 kp 23,442 ike ee 
Pe RO io ee aw a Ne dr Pel ee 13,293 5,134 38.6 
IRE GEG SCI. o isee c ocieiccasceeasatnas 130,089 35,117 27.0 
Auto Prop: Danae ss isiskcccicuescceses bso 265,962 197,472 74.2 
RS IE io 5 5 Sere eR cic Cus sa eee ee 17,399 1,361 7.8 
Other Prop. Damage and Coll..........5 00.0660 1,158 340 es 
MIR. 5 cei esse a hese n aeons $1,637,334 $864,529 52.8% 
Protective Indemnity 
ES ER eee eee ee a $3,920 $2,038 52.0 
AED BABS acca scat niessuebancaavaswenatniok 69,454 25,400 36.6 
PU PUNE, $55 Kc invg by alo wp sine eae base a eee 5,184 12,375 238.7 
ye | RE Oe ere yr ore 4,246 1,355 31.9 
SIREN ON TOT 6 ars vc ca ea eho seaneosierobe 3,698 4,791 129.6 
At ies: PRERNOR 53 5.56 Neo neveorsbesseeens 20,576 4,051 19.7 
RIED CII 65660 ds Sr acts se oa ek han otk 788 ee ee 
Other Prop. Damage and Coll........:....0cs0s0 128 
MOREE Ca cok ch vpian ee Cee SESE $107,994 $50,010 46.3% 
Public Service Mutual 
RES NEN op ns cee saliwxch vse scaeey onsen $994,299 $461,748 46.4 
CET SOME 55n5 004 Go vine Keno ee os Caseawd 184,825 103,561 56.0 
WORE S ON, ois isin ad sc coeeeSasnen 728,794 461,869 63.4 
RE EO PERNA E eis ics sa aahk sawn > 310,021 120,797 39.0 
Other Prop. Damage and Coll............... 5,053 —5,585 —110.5 
PS acciemubiey sa hss 40h o PeARea OS $2,222,992 $1,142,390 51.4% 
Royal Indemnity ; 
REMINNE, Naa yk Wane ais wv Ae olan 9. aly WATS 9 a eres $97,718 $49,373 50.5 
SEPRUI apn ch os caneese de ha diah ac oamiee suse 9,227 5,703 61.8 
Group Accident & Health................2.. 627 1357 216.4 
REG EAMES c is phase bine ego xn Gs sas iesaee 1,146,793 415,929 36.3 
EE EO ooo ac concen sberee ss cbaweenayane 783,358 214,915 27.4 
WOTMIDER 6 LOOIIOS oikn650 35 Peeuedeseeesons 1,504,227 979,191 65.1 
WAI 600. neh cun Galas ad some rome tes 196,664 299,215 152.1 
RE PIE RO NOT OEY 86,405 —18,795 —21.8 
PUIG SR 5. coy stale disk 5 eu akal wees 74,865 27,749 37.1 
Banmary Sud THOU». d6sid. cas ovens aevsasns 261,550 70,366 26.9 
EMAAR acc Orica aloe Aste os soa 55,621 15,820 28.4 
MMIC coin ckaee Vesa oecmeecesub anes 85,057 22,358 26.3 
RE OD PPAR EE Lois. 5% hs 6 oad cistenues 301,713 114,392 37.9 
RASERS MC RMIOIN 5 ace 5 eis se oR RRS bane be ns Sow 8,680 1,416 16.3 
Other Prop.. Damage and Coll............... 49,041 4,540 9.3 
MME Foch nae rises Mat aniekeee nese $4,661,546 2,203,529 47.3% 


Seaboard Surety 








LOM HEY clave ranictcieia soe din ep nga Ras Seow aus $35,168 $7,377 21.0 
REBUY oi cahrosiere. they Aico AE Darts er ie ois 197,151 55,272 28 0) 
Other Prop, Damage: and Cou. oo. ioe cok one 1,491 ae : 
WOUAIS os racic wtaec Seca ees $233,810 $62,649 6.8% 
Security Mutual Casualty 
PRMUIIBE ohn aves seater RG ie $63 $48 62 
Pak Sead Es Ce One a 77,679 75,885 rai 
MEME IRIE? os cic te said oe varsen Bale a lee 44,720 —2,152 18 
WVOCKMNER SSICOMID. oii. ioeiciv o:hagcrnecbe cscs 141,860 1,072 8 
RN Sin Sey. oa idk ecolhc eatioee ane tne ink 1,024 2,844 iy 
MupaIaey Abd THEI sisi oieva sees cede ee ees —997 meee 
CRIES EO 10) a So ne a Ce 4,864 
OE es alae Ae TSE on ear ebm creme caus ea ae 5,151 aa ne 
AMG VPLOD WWAMAGC: is ie ecacs cake nade viodes canes 1,167 —1,745 1495 
Other Prop.. Damage and Coll... «..c66% ce0es 5,875 eiieve Rt 
MGA IS aslo \caiais.s Oe satire ke a ors $281,406 $75,952 27.0% 
Standard Accident 
BECOEGE. store As A el ta a ears as $50,447 $19,295 38.2 
RAB AMGE aoe nora Ge AAG RENT ees cue 11,944 3,382 28,3 
Group Accitent 85 Health i:s.écse6-<s seisiesa se 6,427 2,136 33,2 
FUME TAINLY 8, ccc ernie oc leretenc ote otene-ais ss 692,002 447,661 64.7 
DERET- PISA corse Sie cid imretal pts Os a ce 434,914 113,093 26.0 
WY OYMINON SSCOMD,, 2.606 sib eae ncaa seconde < 510,031 323,574 63.4 
ec) Fy gee oe Oe ORE Ee Sr, Ore OC 48,794 2,271 1.7 
DIRE os anshens hat serene UN EA FR ste 246,407 29,085 11.8 
EES oC NAN ae Or role Neem 8 eae ote eee 40,673 19,793 18.7 
UTR ACT aNd BHEIE cs cates ioerealoatne denies vaee 84,663 10,864 12.8 
AMG PIOD; DAMaee™ acco cesc go keteenwckeee bes 200,002 80,310 10,2 
PES MC OMIBIOD os 6:8 aiee Scecacuiealtiateeetneweiars 10,116 4,170 11.2 
ear ee setiliva Sas : 2,102 











MUSURIB 4 oe cis So eisio ma Aari Trane a $2,364,233 $1,057,736 
Standard Surety & Casualty 

7 Woe aaa aN oe 8 AS SO an ere $74,442 $16,587 22.3 
PURE PMEY 50a. cos foci: 6 sc ataceiwtislate tle ehovbieoia 0% 243,278 127,125 52.3 
Rae ie RENO le i's sracesy, 05a oearee eens bs 96,476 36,048 37.4 
VHOSESION S COMP: 65 ec acoder oeiuaw ase’ 160,413 87,119 54.3 
[Ac ESR Sk ee RL ane OL ik, 11,808 —1,002 35 
a erate Pte rn a are ety, = ee rye 26,180 2,299 88 
HR DUG WAM AG ooo its wie seed oio reo ae Toe eee 16,556 10,763 65.0 
BIER ORY AT ORE «0.5.0 cveis oitaee cactrersteicrecotde 36,471 9,208 25.2 
Avte Prop: Wamare ccisevccatceccitwae neces 70,267 44,005 62.6 
PUAN SOILS HOER, torn are a tolyrake a asa ovate one cre 1,791 —95 5.3 
Other Prop. Damawe and Colll:....¢.....65.660600: 2,970 1,729 58.2 

ST TT tre 7s ee a $740,652 $333,786 45.1° 


(Continued on Page 30) 


May 21, 1943 








1913 1943 


ELMER J. HOPPER 


INCORPORATED 


Our 30th Anniversary 


ELMER J. HOPPER, PRESIDENT 


Automobile 


R. S. Hopper, Vice-President 


Casualty 


F. V. Carlough, Jr., Vice-President 


Inland Marine 


T. F. Abbott, Vice-Presiden‘ 


Underwriters 


99 JOHN ST. NEW YORK 
Telephone BEekman 3-4355 























































AT iu nae ee RERIURS eae eS aS 



































4 
oh 
y 





icdinsigsa bie 





i ais AA ee 

















May 21, 1943 





Page 29 








Wide-awake Advertising of H. S. Bowen 


(Continued from Page 3) 


year. Blotters, printed by the thousands, 
are ircely enclosed in letters, statements 
and bulletins. 

There is also a larger twelve-sheet 
calendar for business offices, its colors 
blending well with most walls. Annu- 
ally |e places one in each school room 
in Norwalk so that children will “grow 
up with Protection.” He also has a 
daily date calendar which has been well 
received. (This man doesn’t miss a 
trick !) ‘ 

As the agency does not deliver very 
many renewals, Mr. Bowen encloses the 
renewal slip with a policy when it is 
mailed. On endorsements he attaches a 
small slip, printed in red and white, to 
drive home the fact that “this endorse- 
ment now forms a part of one of your 
insurance policies. Please attach it im- 
mediately to the policy indicated.” 

Policy Record and Analysis Form 


Mr. Bowen also points to his policy 
record and analysis form which, he says, 
has proven useful—especially for the 
individual insured who does not have 
many policies. On its reverse side the 
extended coverage endorsement and the 
coinsurance clause are explained. Promi- 
nently listed on another page are recom- 
mended lines of insurance for the in- 
dividual and his home, and for the office, 
store or manufacturing plant. 

Overlooking no bets to feature Bowen 
as synonymous with Protection, the 
trade-mark of the agency is reproduced 
even on invoices, ledger and expiration 
records, on monthly statements, counter 
receipts, loss draft folders, etc. To im- 
press the agency’s service still further 
on Norwalk citizenry, artographic envel- 
opes are used in direct mail advertising 
with an interesting picture of the Bowen 
office “at work” reproduced on the back. 
That gives the new prospect especially 
a pleasing first impression of the Bowen 
organization. The same scene is re- 
produced on the inside of match book 
covers and these are dispersed through 
local drug stores and restaurants. Memo 
note books are also available. 


Wartime Letterheads and House Organ 

The war brought a quick change in 
the Bowen letterhead style. It’s now 
done in red, white and blue, striking a 
popular note. A house organ, called 
the Bowen Arrow, has met with favor 
and he explains that the picture of him- 
self which now appears on the back page 
will be changed to a military portrait 
“when I get into the Army” which will 
remind policyholders that Uncle Sam 
has him in safe keeping. 

Finally, a direct mail campaign for re- 
newals of war damage insurance policies 
has recently been started. Last July 
Mr. Bowen sent out two or three letters 
and made more than $400 at 5% com- 
mission, “We sold a lot of it and all 
over our counter,” he stresses. 





The above gives ample indication that 
Harold S. Bowen is a systematic, suc- 
cessful user of direct mail as part of a 
well-directed concurrent insurance ad- 
Vertising plan. It has produced results 
tor his agency, bringing customers un- 
solicited to the counters of his office. 
He maintains that it will actually sell 
some lines of insurance without personal 
solicitation—and make the solicitation of 
other lines much easier. Mr. Bowen is 
generous in passing along features of this 
plan to other producers, and stressing 
that the five important steps to follow 
are (1) a properly compiled mailing list, 
(2) attractive stationery and envelopes, 
(3) compelling copy, (4) proper process- 
inv and mailing, (5) continuity of mail- 
ing. On the latter point he says: 

Continuity of Mailing 

sing 100% as the success of a direct 
Ma:l Campaign, one mailing will be worth 
about 5%, two mailings 15%, three mail- 
ines 40%, four mailings 60%, five mail- 
ines 73%—and six to eight mailings 
100%. Tt is the continuity of the cam- 
Paicn that brings results. 

Such a campaign may extend over a 
Period of several weeks or several 





months, according to the type of insur- 
ance being solicited. For automobile 
insurance, mailings should be sent out 
about once a month, starting in Febru- 
ary and ending in October. 

“For our automobile insurance pros- 
pects we follow this schedule—and our 
many bulletins say in substance—‘Buy 
Travelers’ automobile insurance through 
the Bowen Company and you will have 


the finest protection written.’ There 
are many, many ways of saying that. 

“For a personal accident insurance 
campaign, a mailing each week for a 
period of four to six weeks is effective 
prior to personal solicitation. With such 
a campaign, about ten years ago we 
broke an all-time Travelers’ record by 
writing $3,500 of new accident insurance 
in one week. Prior to the week’s so- 
licitation, we had sent a direct mail let- 
ter to each prospect for four consecutive 
weeks,” 

By carefully following the accepted 





rules for direct mail Harold S. Bowen 
has proved that insurance selling can be 
made much easier—and customers actu 
ally get into the habit of purchasing in 
surance without solicitation. This would 
be a big help at any time but particu- 


larly so today with a war going on. 
After twenty years of consistent effort 
he is so well set up that the agency 


will probably run itself if he goes to 
war. That is a big reason why Mr. 
Bowen insists that direct mail is a most 
profitable investment for an_ insuring 
agency. 
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Wir is a grim teacher on the home as well as the battle front. Quick 
decisions are necessary but a tremendous price is sometimes paid for 
haste. With industry under great pressure to produce, more consid- 
eration is naturally given to the efficiency than to the honesty of 
its rapidly expanding personnel. Fidelity bonds solve this problem. 


Reinsurance is your protection against crippling losses. Our 
fidelity department offers you efficient and complete facilities. It is 


one of the important benefits of placing your reinsurance with the 


Excess Insurance Company of America. 


CASUALTY 


FIDELITY & SURETY 
REINSURANCE 


™BACESS 


INSURANCE COMPANY OF AMERICA 
NINETY-NINE JOHN ST., NEW YORK CITY 
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News York State Experience 
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PUBLIC RELATIONS COUNCIL 





St. Louis Agents, Brokers and Insurance 
Board Form Group to Inform 
the Public Correctly 
The Insurance Producers Public Re- 
lations Council has been formed in St. 
Louis to seek on behalf of all insurance 
producers the positive advantages and 
the security of public understanding and 
respect. It is arranging a program for 
public relations work in St. Louis and 
St. Louis County that should serve the 
best interests of the entire insurance 

industry. 

One of the first steps will be to retain 
the services of an outstanding public re- 
lations counselor. Three prominent lo- 
cal public relations experts are under 
consideration. A selection will be made 
at an early date. The Insurance Pro- 
ducers Public Relations Council is com- 
posed of the Associated Fire Insurance 
Agents and Brokers of St. Louis, St. 
Louis Association of Insurance Brokers 
and Insurance Board of St. Louis. 

The executive committee of the coun- 
cil includes Lyman F. Barrows, Daniel 
& Henry Co.; Calvin H. Bowersox, Bow- 
ersox Insurance Agency Co.; Edmund JE 
Boyce, Edmund J. Boyce & Co.; Frank 
J. Bush, Jr., Lawton-Byrne-Bruner In- 
surance "Agency Co.; William Ejichenser, 
Eichenser Realty Co.; William H. Finke, 
3riggs A. Hoffman, Lawton-Byrne-Bru- 





and J. Garneau Weld, Charles L. 
Agency Co. 

Pledges for the support of the council 
are now being received at its heaquar- 
ters. The local campaign for fay. orable 
publicity for all branches of the insur. 
ance business will tie in with tle na. 
tional efforts of the National Association 
of Insurance Agents, the Nationa! Aggo- 
ciation of Insurance Brokers a d the 
personal efforts of thousands of insyr- 
ance agents and brokers all over the 
country who are endeavoring Ps. 
about a better understanding of the jn- 
surance business by insurance buyers 
and the public generally. 


Crane 





Eastern Shore of Maryland 
Agents Meet in Salisbury 


With Eastern Shore members present 
in force, the first of a series of sec. 
tional meetings arranged by the Mary- 
land Association of Insurance Agents 
was held at the Wicomico Hotel, Salis- 
bury, May 11. Presley D. Bowen of 
Poor, Bowen, Bartlett & Kennedy, Inc, 
Baltimore, president of the state organ- 
ization, and several others, including 
past-presidents, attended. 

The entire meeting was devoted to an 
open forum discussion on current sub- 
jects and it was agreed that the results 
were very beneficial to the local agents 
and others who attended. The state as- 
sociation usually holds a mid-summer 















ner Insurance Agency Co.; Fred E. Ma- 
ginity, Lon W. Harlow & Co.; john. J. 
O'Toole, F. D. Hirschberg & Co.: Wil- 
liam Rodiek, Jr, Wm. Rodiek & Co. 


convention in Ocean City each year but 
because of present conditions this was 
eliminated this vear and is being re- 
placed by regional meetings. 
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Greater Need for Insurance Advertising 
(Continued from Page 9) 


ity bonds and asking the question in 
its title: “What protection have you 
against losses due to dishonesty among 
your employes?” This message did dou- 
ble duty as it is a miniature of a large 
visual sales portfolio constantly in use 
by representatives of the Hartford. 


All-Out Aid of North America 
Companies 


Arthur Joyce, advertising manager of 

the [nsurance Co. of North America, 
the jndemnity Co. of North America, 
and affiliated companies, points to the 
fact (hat since Pearl Harbor “we have 
given all-out aid to our National Gov- 
ernment in its efforts to put over the 
various War Loan drives of the United 
States and Canada. We have also aided 
the Red Cross, helped to reduce the na- 
tion’s accident toll, especially in war 
plants, and given aid to the War Dam- 
age Corporation and the War Shipping 
Administration in their protection pro- 
srams. 
. However, Mr. Joyce makes the point 
that the North America Companies have 
not used the war situation to promote 
the sales of their products. And they 
have not laid claim, by inference or 
otherwise, to being a deciding factor in 
winning the war. Mr. Joyce goes on 
to Say: 

“This is the seventh major war in 
which the Insurance Co. of North Amer- 
ica has cooperated with our National 
Government. Today, as under every 
President of the United States since 
Washington, we are doing our part in 
any move destined to advance the na- 
tion’s welfare, confident of its ability 
to ‘see it through’.” 

This cooperation is reflected, Mr. 
Joyce explained, in the widespread use 
of 24-sheet billboards and newspaper 
advertising in boosting the War Loan 
drives, and in the tag line “Protect 
What You Have—Buy War Bonds,” used 
by the North America in its trade paper 
and newspaper advertising. Posters in 
two colors boosted the writing of war 
damage insurance, and radio time used 
by the North America has brought the 
voices of service men to their families 
back home. Continuing he said: 


New Safety Book for Agents 


“While we have not lost sight of the 
changing conditions brought about by 
the war, our direct mail to agents has 
made no attempt to capitalize on the 
emergency. Our object is to get this 
war won—and quickly. To that end, 
we have pledged all of our efforts. 
Naturally, we are going the limit to help 
our agents keep going and to suggest 
new methods of approach and opportuni- 
ties in new fields opened by the war. 
A new ‘safety book’ for example, was 
designed especially to promote accident 
prevention propaganda in plants turning 
out war munitions.” 

So far as a typical “war advertise- 
ment” is concerned, the North America’s 
only step in this direction during the 
past year was a factual presentation of 
what the North America Group is doing 
to aid in the war effort. This adver- 
tisement was headed “North America 
aud the War” and its opening and clos- 
Ing paragraphs read: 

‘Industrial production for war, wartime com- 
‘erce and the protection of the individual 
property owner have called for extraordinary 
‘surance service during the emergency. The 
members of the North America Group have 
ccomed the opportunity to apply to such 

their broad facilities and experience 
iling over a century and a half.” (Here 

‘wed the itemized services rendered during 
c.) 

‘osing paragraph read: 

‘North America is proud to render such 
ices. . , and will continue to serve the 
interests of the nation in whatever manner 
in apply its long years of experience and 
facilities, to help speed the day of victory.” 


Standard Accident’s Alertness 


Chere are few companies in the stock 
ualty field which have been more alert 


and progressive in direct mail aids to 
their agents than Standard Accident of 
Detroit whose advertising manager, Rob- 
ert J. Walker, is constantly on the job. 
He has. consistently maintained that di- 
rect mail is an effective aid to wartime 
selling; that a planned program of direct 
mail selling will save time, tires and 
gasoline—enabling the agent to keep in 
touch with customers and prospects. 

Because of the wide variety of Stand- 
ard Accident’s mailing pieces—they are 
all used in great quantities each year 
by many different agents—Mr. Walker 
says it is difficult to check the effective- 
ness of any single piece. He adds: “We 
believe, however, that the wartime edi- 
tion of our advertising catalogue is in- 
dicative of the assistance we are pre- 
pared to render our agents in the form 
of wartime advertising and sales aids.” 

Rather than an apathetic attitude on 
the part of Standard’s agents toward the 
use of direct mail, Mr. Walker has no- 
ticed an increased interest and activity. 
He declares: “This is no doubt due to 
the efforts we have expended in stressing 
the importance of direct mail in these 
times, Stickers, memos and circular let- 
ters are being utilized to keep the pro- 
ducer’s interest and income up to the 
mark,” 

Judging from field response, the more 
progressive agents are anxious to learn 
of every possible means which will en- 
able them to write additional business 
in this wartime period. That they are 
appreciative of company efforts to fea- 
ture the importance of their service to 
the public is indicated by the following 
letter which a prominent agent sent to 
Standard Accident: 

“I wish to congratulate you on the consistent 
stand you have taken in your advertising, ac- 
knowledging the insurance agency service and 
thereby indicating to the public that in the 
sales, service and distribution of insurance the 
companies and agents recognize their obliga- 
tion as a joint undertaking in serving the pub- 
lic. This is a fine spirit and does much good.” 

Note: This agent had particular refer- 
ence to Standard Accident advertising 
which ran during 1942 and which Ad 
Manager Walker made up into a port- 
folio entitled: “Let’s Tackle Tomorrow 
Together.” 


Glens Falls Does Its Part 


Harry G. Helm, advertising manager 
of the Glens Falls Group, answers the 
question on “apathetic attitude” by 
pointing to the need for stimulating pro- 
ducer interest when it seems to lag. The 
Glens Falls did the job in a popular 
manner by means of a booklet, “War on 
Waste,” in which were gathered tested 
and practical ways of saving time, energy 
and money. The field was advised that 
“each one of these ways has actually 
been at work for the benefit and profit 
of some agent.” Furthermore, ways and 
means of increasing business, creating 
good will and giving better service to 
policyholders are outlined. Even a sim- 
ple but effective cost accounting system 
is included as one of the tools to be 
used “in waging your war on waste.” 

Another example of field cooperation 
was the series of four “gasoline saver” 
mailing cards. Mr. Helm nominated 
them for the place of the most popular 
direct mail piece put out by the Glens 
Falls. 

As to the final point in our question- 
naire, he writes: 

“We have not noticed any desire on 
the part of our casualty agents to be 
left alone. Some of them, particularly 
in the East, are faced with a decrease 
in business; and consequently, they seem 
to welcome suggestions and material 
from us. They also are more interested 
in educational material. - 

“Not long ago, we put a return post 
card in with our house organ and put 
it in a handy form so that the agent 
would merely have to check a number of 
statements so that he could express 
an opinion about certain points. We 
found that they liked our house organ, 
and, for the most part, were satisfied 


. 





Insurance Women on the Production 
Firing Line; Human Interest Stories 











Following are more human interest stories about “Insurance Women 
on the Production Firing Line.” Refer to Pages 20, 21, 22 and. 27 for facts 
about other insurance women who are making good in the agency field.—Ed. 


The Policy That 
Did Not Stay Sold 


Bessie N. Claytor, agent for the Aetna 
Casualty & Surety Co. at Goldsboro, 
N. C., went into the insurance business 
in 1925 and when the 1929 crash came, 
had built her business up to a $10,000 
a year income. Since that time, she 
says, her income has been playing circus 
tricks, but, she philosophises, “I am 
still eating and doing some of the things 
I want to do and I am still buying war 
bonds.” 

She says she knows of no business a 
woman could enter which would bring 
her in closer touch with all classes of 
people and from them acquiring a knowl- 
edge of life which is in itself a liberal 
education. She blasts the theory she 
first held that women were difficult to 
deal with in business and “apologizes” 
to them for her lack of faith. Today 
fully half of her assureds are women. 

Out of her own varied experiences, 
Miss Claytor has formulated a set of 
three “don’ts” for women who contem- 
plate an insurance career. To these she 
adds her own “golden rule,” and her 
own “don’t”—“don’t be funny with a 
prospect,” which she learned to her sor- 
row. Here are her “don’ts” for women: 


“Don’ts” for Women 


“Do not choose this field if you are 
a grouch—there are already many in the 
field who are not grouches. 

“Do not choose this field now unless 
you are willing to buy war bonds to the 
limit of your ability because folks down 
our way think very little of a man’s or 
woman’s ability to do anything, much 
less sell insurance, who will not buy 
war bonds. 

“Do not choose this field unless you 
feel that you can at any and all times 
give 100% service to your assured, no 
matter how small the premium, being 
equally fair to your insurance carrier 
and to your assured.” 


“Golden Rule” 


Her “golden rule” is based on the 
simple law of good manners—cheerful- 
ness, consideration, interest in one’s fel- 
low man, kindness. The ability to share 
the joys and sorrows of other people, 
she says, is like “casting your bread upon 
the waters.” She says she has practiced 
this and enjoyed doing it for its own 
sake and not so many weeks ago this 
“bread” was returned to her in the shape 
of a $200,000 policy. 

She tells the story of her own private 
“don’t”: 

“T shall never forget the first life in- 





with its editorial and pictorial policy. 
However, there was one recurring re- 
quest, or rather suggestion. That was 
that we publish more articles of an edu- 
cational nature. While I have not count- 
ed them, I believe that more than 50% 
of our agents have returned this card to 
us, so their consolidated opinions give 
us a very good cross section of what 
they think. 

“One of the features of our house or- 
gan is that it unfolds to form a poster 
of 17” x 22”. We asked the agents to 
give us a preference between human in- 
terest subjects and subjects dealing with 
specific lines of insurance. There was 
an oyerwhelming vote for us to continue 
our past policy of majoring in human in- 
terest display posters.” 


surance I ‘thought’ I had sold. This 
policy was for $5,000 and just as the 
applicant was signing the application | 
laughingly suggested that he make it for 
$10,000 as his ‘widow’ would be much 
more attractive with $10,000 than with 
$5,000. He immediately threw the pen 
across the room and said, ‘You are right, 
| had not thought of that and I just “be- 
gad” if I am going to take out insurance 
for some other fellow to enjoy, etc., etc.’ 
I want you to believe me when I say 
that was the first and last time I ever 
tried to be ‘funny’ with a prospect.” 





She Finds Insurance 
“Not Too Difficult” 


Bella K. Sinnot, North Tarrytown, N. Y., 
operates the business established twenty- 
five years ago by her husband, the late 
George Sinnot. Hers is the story of 
the sudden passing of her husband in 
January, 1929, and she, without business 
experience, found it necessary immedi- 
ately to take charge of the agency and 
operate it. 

“With the great help of a very earn- 
est secretary and the aid I received from 
the companies and special agents,” she 
says, “I commenced my insurance and 
real estate career. It is a splendid field 
for a woman if she applies herself, and 
with patience, and of course a lot of 
courage. I will also add that my bust- 
ness had a very good foundation all due 
to my husband. So much of my success 
is the result of his great efforts. I enjoy 
selling all lines of insurance and feel that 
there is something to learn every day. 
Through the selling of each line, your 
experience increases, as each individual 
case is so different. 

“The principal casualty companies rep- 
resented by me are the Standard Acci- 
dent Insurance Co., the Century Indem- 
nity Co. and the Royal Indemnity Co. 
The fire companies are the Fidelity- 
Phenix, Great Eastern, American & For- 
eign, Pacific and Automobile Insurance. 

“In carrying on the business for four- 
teen years and in taking care of my 
family and home, it has been a big 
job. In the beginning I wondered if 
I could possibly carry on. Finding in- 
surance so interesting, it wasn’t too dif- 
ficult for me.” 





Started in 1909 with Agency 
Which She Now Heads 


Emma K. Foster (Mrs. James Foster), 
Randolph Agency, Bernardsville, N. J., 
has a real success story to tell, as she 
started in 1909 as a clerk in the agency 
she now owns. She grew up with insur 
ance and has found compensation for 
devotion of time and energy to it. She 
learned the necessity for efficiency, ac- 
curacy and speed; familiarity with man 
uals, forms and schedules. 

Mrs. Foster’s office recently celebrated 
its fiftieth anniversary and many of the 
companies she now represents made 
their appointments from twenty-five to 
forty-five years ago, a testimony to the 
stability of the business she has built. 
However, she looks beyond her own com- 
petence for credit for this record and 
says! ; 

“The success of any insurance busi- 
ness lies in the fact that one must rep- 
resent only reliable stock companies. The 
special agents are our friends as well as 
our business associates.” 

Established Reputation 

With an established reputation for 

honesty, accuracy and knowledge of the 
~ (Continued on Page 38) 
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Country-wide Experience—Stock Cos. 


(Continued from Page 7) 


Company 
Hartford Accident & Indemnity 


Hartford Live Stock Insurance Co..... 


Hartford Steam Boiler 


Home Indemnity 


Indemnity Insurance Co. of N. A 


International Fidelity ................. 


Keystone Auto ................00 eee eee 


London Guarantee & Accident......... 


London & Lancashire Indemnity...... 


Manufacturers’ Casualty 


Maryland Casualty ... 


Massachusetts Bonding 


Merchants Indemnity 


Year 


1938 


1938 
1939 
1940 
1941 

1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 

1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 
1942 


1938 
1939 
1940 
1941 


Earned 


Premiums 


37,460,559 
37,511,738 
38,007,933 
42,173,029 
49,063,756 


651,892 
566,402 
573,024 
630,733 


5,448,127 
5,456,205 
5,514,316 
5,908,768 
6,733,445 


2,957,110 
3,411,206 
3,606,064 
3,981,032 
4,647,370 


12,213,735 
12,296,269 
13,138,087 
14,664,914 
17,366,451 


121,919 
118,583 
115,091 
85,129 


1,887,449 
1,776,740 
1,667,260 
1,764,282 
1,702,917 


3,202,239 
3,533,185 


3,413,150 
3,412,110 
3,976,538 
5,243,101 
5,306,234 


25,966,268 


25,313,534 . 


24,369,561 
26,935,868 
31,322,343 


14,458,129 
14,778,009 
14,067,934 
14,222,890 
15,889,748 


842,291 
768,389 
748,718 
908,813 


Losses 
Incurred 


14,238,353 
15,640,965 
15,604,387 
20,457,809 
19,068,886 


402,193 
340,104 
343,699 
388,551 


916,823 
791,038 
1,091,458 
1,562,693 
1,874,107 


1,284,798 
1,558,447 
1,549,700 
1,827,392 
1,629,995 


3,933,304 
4,028,606 
4,550,452 
5,489,632 
5,626,765 


11,700 
14,875 
6,881 
—4,754 


690,607 
959,646 
723,812 
715,942 
615,333 


3,048,311 
2,749,197 
2,857,077 
3,150,748 
2,524,017 


2,025,720 
1,764,446 
1,383,284 
1,275,878 
1,349,424 


1,185,728 
1,468,351 
1,749,263 
2,865,319 


1,638,027 


11,456,251 
11,822,328 
10,731,587 
12,103,719 
11,654,338 


6,594,750 
6,668,764 
6,302,917 
6,330,289 
6,369,330 


333,681 
282,772 
239,411 
209,575 


Loss 
Ratio 


38.0 


Eierman Urges Producers to 
Push Dishonesty Insurance 


Declaring that dishonesty insurance 
is more essential today than during any 
period in the past, J. Fred Eierman, 
manager, fidelity department, New Am- 
sterdam Casualty Co., has addressed a 
letter to general agents and branch 
managers urging a stepped-up produc- 
tion of this line. He says that the ex- 
posure of business to losses from dis- 
honesty is far greater because many 
employes are entering the armed service 
and the shifting of employes to indus- 
tries offering large wage scales is forc- 
ing employers to relax customary safe- 
guards in selection of new personnel as 
against the carefully selected personnel 
and the responsible positions occupied 
by old and tried employes. 

Mr. Eierman urges that the booklet 
on dishonesty insurance issued by the 
fidelity department of the company some 
time ago be reread by every producer, 
in the light of wartime conditions, “If 
there ever was a time to sell more fidel- 
ity and blanket bonds and increase pres- 
ent dishonesty insurance,” he says, “it 
is this year.” 


COVERAGES MUST BE TAILORED 

You cannot steer a_ driftin: ship 
Neither can the individual ster fj 
course in business if he persists in drift. 
ing along accustomed ways wher tem. 
pestuous times change economic condi. 
tions. Insurance must tailor its «over. 
ages to meet changing conditions and 
needs of its customers. That has been 
and is being done and producer: must 
be alert to the new avenues of busj- 
ness if they are not simply to drifi along 
streams which may be temporaril. dry- 
ing up and shallow. Let’s avoid tie 
rocks and shallows by steerins oy; 
courses and not drifting —T. J. lValvey, 
President. Massachusetts Bonding & |n- 
surance Co. 


NON-OCCUPAT’AL A. & H. APPEAL 


Non-occupational accident and _|yealth 
insurance offers the agent the greatest 
medium for producing a large volume 
of accident and health buisness. , . . 
There are prospects everywhere. You 
have the equipment and the facilities 
to meet the needs and demands. ‘There 
is only one answer—get your share of 
applications. in this fast growing acci- 
dent and health industry.—P. G. Korn, 
Vice President, National Casualty Co, 








New Amsterdam Casualty 


New England Casualty 


New York Casualty 


Norwich Union Indemnity 


Occidental Indemnity 


Ocean Accident & Guarantee 


Peerless Casualty 


Phoenix Indemnity 


Preferred Accident 


13,423,719 
13,173,077 
13,331,671 
14,140,136 
15,418,344 


6,097,622 154 
5,777,861 43.9 
5,159,555 38.7 
6.631.193 160 
5,954,289 38.6 


6,895 3523 V1] 
228,335 163.325 715 
485,011 245,315, 506 


2,672,183 
2,683,362 
2,816,911 
3,280,414 
3,608,690 


964,480 36.1 
951,834 355 
081,358 38.4 
333,226 406 
330,393 36.9 


209,347 
228,352 
240,206 © 
265,534 
386,228 


62,258 29,7 
106,081 465 
121,331 50.5 
148,675 540) 

193,353 50.1 


1,529,608 
1,566,880 
1,603,807 
1,853,806 
3,035,113 


478,261 31.2 
540,653 34.5 
580,325 36.2 
800,713 43.2 
1,487,401 19.0 


9,269,875 
8,250,987 
7,880,383 
8,337,403 
8,554,984 


3,613,710 
2,944,452 
3,296,037 
3,569,489 
2,836,598 


720,549 
1,008,325 
969,528 
1,329,171 
1,696,951 


227,098 
483,435 
325,426 
506.277 
633,183 


3,772,061 
3,614,982 
3,634,806 
4,049,849 
4,212,011 


1,412,961 
1,388,041 
1,611,525 
1,872,091 
1,550,597 


4,088,040 
4,530,658 
5,176,188 
6,180,346 
7,666,855 


1,716,359 
2,333,777 
1,858,620 
2,882,100 
3,692,119 





1942 995,758 202,522 169,123 
234,586 
263,970 
476,054 


723,080 


Protective Indemnity 1938 391,498 
7 1939 439,694 
2,510,180 d 1940 602,095 
2,773,195 758,374 
2,928,331 1,065,363 
3,633,581 
3,161,405 


Metropolitan Casualty 1938 6,123,876 
1939 6,734,056 
1940 7,323,533 
1941 8,196,114 
Se 13,220,519 
13,121,678 
13,309,422 
14,863,795 
17,076,004 


Royal Indemnity 4,919,922 


Sap bo 


1,532,821 
1,836,894 
2,309,639 
2,704,773 
2,359,060 


1938 3,507,973 
1939 4,113,236 
4,654,566 
5,266,667 
5,219,924 


National Casualty 6.726.034 
1,7 20,Ue 
6,327,641 


196,853 
164,665 
233,412 
228,351 
250,328 


Seaboard Surety 


9,144,149 
9,288,687 
9,082,560 
9,370,751 
10,287,148 


1,879,728 
1,982,609 
1,613,843 
1,714,251 
1,567,386 





National Surety Corp. ................ 


(Continued on Page 34) 
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Their Friends Are Not Racks 


Highway Carriers Have Long Memories—Insurance Companies That 


Stay With Them Will Profit Mightily From Reduced Post-war Claims 


By Charles William Benfield 


Specialist in Motor Transportation Insurance, 


New York City 


Trucking companies are used to bear- 
ing the brunt. 

In the early days of the industry, 
consisted of a man 


when 


a trucking company 

who had scraped up the down payment 
on a iruck and had his office in his cap, 
older, more firmly established forms of 
transportation smiled indulgently at the 
truckers’ efforts to obtain freight. They 
had difficulty obtaining credit—and _ in- 
surance 


But they built up their business step 
by step. They stabilized business prac- 
formed motor carrier associations 
which in turn banded together>in the 
American Trucking Associations. In 1935 
the Interstate Commerce Commission 


tices, 


took highway transportation under its 
wing. Highway transportation had 
grown up. 

Meantime trucking companies had 


bought insurance where they could get 
it, and paid high rates for the privilege. 
The burden of proof was on them to 
prove that they were a good risk. 
The Evidence Has Mounted 
With the passing of each year the evi- 
dence mounted, as I showed in an arti- 
cle which appeared in the December 6, 
1940, issue of this publication. The ICC 
brought about such practices as pub- 
lished rates which made possible suffi- 
permit the institution 
some of which be- 


The truck and 


cient income to 


of safety measures, 
came mandatory by law. 
trailer manufacturers began to 
porate additional safety features in their 
vehicles, partly at the demand of truck- 
ers, partly to help sell trucks. 

Trucking companies became cost-con- 
scious and as the figures showed the ex- 
breakdowns, maintenance be- 
an increasingly factor. 


incor- 


pense of 
came important 
Paving drivers overtime while they wait- 


ed at the side of the road with a break- 


down ate into profits. Far better to 
service the truck thoroughly before it 
left the terminal. 


Seeking to get more valuable freight, 


which paid higher rates, trucking com- 
panies had to convince shippers that they 
ce 


| be entrusted with valuable cargos. 


M careful checking, receipts, bills of 
lading and billing procedures cut claims 
st irther, 

ling a vehicle and cargo that rep- 
re-crited a value of well over $20,000, the 


di hecame an increasingly important 


sat factor. This led to driver train- 
i rograms. And to highway safety 
patvols which companies placed on the 
loacs to make certain that traffic reg- 


ms were being obeyed, lights were 
der and trucks operating smoothly. 
these and other means the industry 
apace, right through the depress- 
\nd with more trucks on the high- 
still further safety measures were 
re d, such as maximum driving hours. 
is it came about that the claims 
ratio dropped steadily. Trucking 
anies, eager for the business they 
the proof came many insurance 
ipanies, eager for the buisness they 
retused. The reduced claims plus 
srowth of the industry represented 





Mr. Benfield says: 
trustworthiness, 


no favors now. 


were frozen. 
than ever before. 





forget.” 


“Someone will get this profitable coverage—someone who can 
business as a friend through thick and thin. 


Closeup Estimate of Highway Executives | 
Giving a closeup estimate of highway transportation executives of today, | 
“T have found them to be men of integrity, 
In their hard-fought formative days they 
the helping hand and have repaid their friends many times over. 
But they have long memories. 
will continue to grow after the war as it grew up to the day when vehicles 
They know claims will drop again, 


and 
to value 
They ask 
their industry 


honor 
learned 


They know 
this time to a point lower 


solicit the 
Highway companies will not 





handsome profits and permitted reduced 
rates which led to increased coverage. 
Claims Now Rising Again 

But now claims have begun to rise 
once again and certain insurance com- 
panies, unable or unwilling to examine 
causes, have become frightened and are 
running away as though the trucks were 
about to run them over. It is well to 
examine the causes of the present up- 
turn in claims loss ratios because the 
causes may well serve to answer the 
question: Are insurance companies jus- 
tified in continuing to write truck busi- 
ness ? 

The present increase in claims may be 
attributed directly and indirectly to the 
into 


war. We can divide the causes 
three groups: men, equipment, opera- 
tions, 


For the most part truck drivers, the 


most import ant element of personnel in- 
volved in claims, are young and in phy- 


sically good condition. They are 1-A 
with the draft boards. And liking phy- 
sical, outdoor work, many didn’t wait 


to be called. So it is that large numbers 
of skilled drivers have joined the armed 
forces. Still others have gone into high 
paid war work in factories turning out 
war equipment the cost of which would 
be borne by the Government. Freight 
rates+ are established and cannot be 
raised without ICC permission, thus pre- 
venting highway carriers from retaining 
men by meeting war factory wage scales. 

Skilled mechanics, too, have left in 
droves, needed by the Army to service 
the huge fleet of trucks, tanks and other 
mobile material which is a feature of 
modern warfare. 


Drivers have had to be replaced by 


older, less experienced men who are not 
as quick to sense or react to driving sit- 
uations. And mechanics by less well 
trained men. 


Present Day Maintenance Problems 


The average age of truck fleets is 
steadily mounting because of the curtail 
ment of new truck manufacture. Trucks, 
which in normal times would be re 
placed, must now be overhauled. And 
lack of repair parts, tools and man- 
power slows up maintenance, keeping 
trucks out of service for longer periods. 

And all the time truckers are being 








The Author 


Charles William Benfield, more than a 
quarter of a century in the insurance 
business, has devoted fully twenty years 
of that time to the over-the-road truck 
business. He has built plenty of good 
will among leaders in this field and is a 
careful student of their problems, be 
being a pioneer in motor carrier 
insurance among insurance brokers of 
metropolitan New York. He started his 
career in 1915 with Frank B. Hall & 
Co., Inc., New York; later was with Fox 
& Pier, Inc., as marine department man- 
ager. He has plenty to keep him busy 
outside of business hours, having at 
least seven hobbies and being prominent 
in the club life of Maplewood, N. J. 


sides 








called upon to haul more and more war 
freight, which now accounts for well 
over 75% of all truck traffic. Trucks 
are heavily loaded, terminal platforms 
(Continued on Page 37) 
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Country-wide Experience—Stock Cos. 


(Continued from Page 34) 


Cal. Earned 
Company Year Premiums 
St. Paul-Mercury Indemnity .......... 1938 5,807,866 
1939 6,249,902 
1940 ,800, 
1941 7,953,460 
1942 9,188,092 
Stomtlard Accidlomt: ...n. oii icicccceccss 1938 14,347,314 
1939 14,964,714 
1940 14,679,454 
1941 16,537,760 
1942 20,779,008 
Standard Surety & Casualty .......... 1938 3,058,487 
1939 2,854,619 
1940 3,186,606 
1941 3,086,687 
1942 3,159,418 
Dil Ns 55558 nwe eens okans 1938 3,065,635 
1939 3,028,540 
1940 3,042,032 
1941 3,063,986 
1942 3,320,769 
Teavelove SRBMNG: ainsi ocicieecoss 1938 11,366,317 
1939 13,229,091 
1940 13,751,429 
1941 14,962,520 
1942 17,980,220 
Travelers Insurance Co. ... 1938 59,665,714 
1939 56,591,879 
1940 58,209,270 
194] 66,034,225 
1942 80,718,452 
United States Casualty ............... 1938 6,171,780 
1939 6,388,905 
1940 6,837,690 
1941 7,945,475 
1942 7,837,080 


Losses 
Incurred 


1,994,518 
2,453,771 
2,473,912 
3,201,295 
2,541,485 


4,798,268 
5,970,017 
5,963,357 
6,678,238 
8,458,595 


1,552,558 
1,521,512 
1,373,867 
1,783,357 
1,311,960 


5 
556,977 
435,025 


3,876,383 
4,779,682 
5,277,006 
6,271,680 
6,841,515 


26,643,561 
25,537,884 
28,826,858 
33,495,492 
40,826,189 


3,025,669 
3,308,845 
3,461,539 
4,285,993 
3,650,143 


Loss 
Ratio 


RESIDENCE THEFT PROSPECTING 

Stock casualty companies write annu- 
ally more than $25,000,000 in burglary 
premiums and 40% of that volume is 
accounted for by residence theft pre- 
miums. How does that percentage stack 
up with your burglary writings? If 
your percentage is below the average, 
the chances of improving your average 
ave excellent because more than 95% of 
those who should have and can afford 
residence theft insurance are not in- 
sured. Is there any other line of in- 
surance that offers more prospects ?— 
J. Harry Dittman, vice president, burg- 
lary insurance department, U. S. F. & G. 


— 


HOSPITALIZATION’S DEMAND 

The demand for hospitalization cover. 
age continues to afford one of the zreat. 
est fields of our business today. Mj]. 
lions of persons have purchased |iospj. 
talization insurance but the mar\et js 
still tremendous and offers great oppor. 
tunity to the live-wire ageni —The 
Lookout—Provident Life & Accident In. 
surance Co, 





Automobile insurance isn’t throuch for 
the duration of the war! It isn’t out! 
It isn’t even down!—W. G. Keating 
oe manager, American Surety 

oO. 





United States F. & G.................. 


Universal Indemnity .................. 


Western Casualty & Surety........... 


Yorkshire Indemnity 


Zurich ; General Accident............... 


1938 32,946,567 — 14,005,988 12.5 
1939 33,493,855 12,848,829 38.4 
1940 34,070,541 12,777,390 37.5 
1941 37,304,965 13,567,312 36.4 
1942 42,448,842 19,759,812 46.5 
1938 5,391,363 1,570,791 29.1 
1939 5,405,224 1,671,795 30.9 
1940 5,540,261 1,732,314 313 
1941 © 6,314,031 1,976,970 313 
1942 6,464,221 1,207,465 18.7 
1938 254,758 102,032 40.1 
1939 223,662 142,543 63.7 
1940 194,012 63,241 32.6 
1941 235,207 103,559 44.0 
1942 282,353 154,354 54.7 
1938 Oe rae OR 
1939 137,515 43,330 315 
1940 56,513 22,089 39.1 
1941 ee Ae 

1942 pina Ga rate 
1938 885,927 355,617 40,2 
1939 982,996 442,996 45.1 
1940 1,078,621 399,596 37.0 
1941 1,254,593 446,836 35.6 
1942 1,446,809 385,051 26.6 
1938 14,612,855 5,857,604 40.1 
1939 ° 13,310,166 5,814,229 43,7 
1940 14,057,814 6,601,678 47.0 
1941 14,842,868 6,830,721 46.0 
1942 15,761,784 6,851,338 43,5 








BOSTON 
87 Kilby Street 


CHICAGO 
Insurance Exchange Bldg. 





Shortage Problems 


Timely, Helpful Advice 


to Solve Personnel 


DALLAS 
1307 Pacific Avenue 


LOS ANGELES 
Fidelity Bldg. 


JOSEPH FROGGATT & CO, Inc. 


Specialists in all “Branches of InsuranceeAccountin g 
Consulting-Actuaries and-Auditors 


Wartime pressure of daily business demands that rec- 


ords be kept as accurately up-to-date as possible. But 


personnel shortages make it 


office procedure and systems. 


Our organization is at your service when accounting 
and claim investigating problems need solution. 


sult: Saving of time, money, dispositions. 


HOME OFFICE: 74 TRINITY PLACE, NEW YORK CITY 


NEWARK 
American Insurance Bldg. 


PHILADELPHIA 
Public Ledger Bldg. 





necessary to streamline 


Re- 


SAN FRANCISCO 
Insurance Exchange Bldg. 


ST. LOUIS 
Pierce Bldg. 
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He’s Doing Double War Duty 


: Henry R. Adelmann, New York Broker, Has 8-Hour-a-Day 


Airplane Factory Job in Addition to Running Insurance 


Office; Happily Handling Both With Aid of His Wife 


Tins is the war story of Henry R. 
\delmanr, an insurance broker in met- 

New York, young and ambi- 

«ied with wife and two chil- 
, found himself up against a 
‘oblem early this year when his 
was cut by reason of the un- 
« sqinties and restrictions of war. Be- 
ing ot draft age he figured that one of 
three things might happen: (1) he would 
be told to get into the Army; (2) he 
would be told to get a war job, or (3) he 
would be needing money when_the war 
i; over. Uppermost in his mind was 
the determination not to give up his in- 
surance business if he could possibly 


ropolita’ 
tious 


help it. 


Mr. Adelmann took the direct ap- 
proach to solving his problem by land- 
ing a factory job with Eastern Aircraft 
Corp. in Blocmfield, N. J., and for the 


past several menths he has devoted eight 
hours a day (or night) to making elec- 
trical assemblies for Navy planes. “It’s 
a rotating shift’ he explains, “four 
weeks on one shift, and then on to the 
next for four weeks, and even the ‘grave- 

ye ae 9 . ” 
yard shift’ isn’t as bad as it sounds. 
His routine is to come over to New 
York as soon as his factory job is fin- 
ished and put in four or five hours at 
his insurance office. 

So far he hasn’t lost a day or a 
pound. Nor has his in.urance business 
or service to clients suffered much as 
Mrs. Adelmann, a good secretary before 
her marriage, takes his daily dictation 
and his secretary at the office handles 
the detail work. 

A Tribute to Mrs. Adelmann 

Telling the writer about his experi- 
ences this week Mr. Adelmann empha- 
sized the fact that his wife is the real 
secret of the success of his war routine. 
He said: “When I’m in New York, I 
handle those matters which usually get 
my attention whether I’m here or not, 
my secretary handles the detail work 
on renewals, endorsements, and the like. 
But there’s no room in there for the 
daily dictation, and that’s where Mrs. 
Adelmann comes in. Just how she finds 
time out from running a house and 
bringing up two boys who get bigger 
every day I don’t really know. But she 
does it, and that’s why things have gone 
so well 
Clients and Companies Glad to Cooperate 

“I haven’t had a chance to tell all 
my clients as yet. Some may not be 
interested. As long as the standards 
are maintained, that’s all they may care 
about. But I have been amazed at the 
xrand way in which everyone has taken 


the news. Customers and companies 
alike, all anxious to do whatever they 
can. That makes it doubly important 
that | do a good job, for I just can’t 


let them down. 
“Maybe you’ve been adding up and 
Wondering when—if ever—I get any fun. 
You'd be surprised how much genuine 
ire can be crowded into a single 
when you’ve really worked for that 
a It’s not the boisterous sort of 
some folks consider as fun. Just 

a at home, fixing up a vegetable 
n, cutting the grass, and doing all 
lings that have to be done when 
wn a house. But it’s fun for me— 

fun than I’ve ever had before. 

id as for the rest of it—I just 


HENRY R. ADELMANN 


haven’t got time to worry about any- 
thing. I work every hour of the day 
that I’m awake—in the office, or the 
train or bus, in the factory. It’s all I 
can do—so no one can tell me to do 
more. 

“In a deeper sense, you might say my 
insurance activity now covers a little 
larger territory. For while the stuff we 
make there in the factory doesn’t look 
very lethal, we know that when the job 
is complete it’s a pretty good form of 
insurance against the dirty business of 
Adolf and Tojo and their pals. 

“Look me up for lunch when the war 
is over.” 

In his home town, Upper Montclair, 
N. J., Mr. Adelmann is active in civic 
affairs and served as a lieutenant of the 
Police Reserve from which duty he is 
now on leave of absence. His father 
was for many years a broker in New 
York and his original business is being 
carried on by the son. 
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Wartime A. & H. Selling by Wellenkamp 


(Continued from Page 13) 


surance field has ever experienced. So, 
be alert, support the cause you believe 
is right, but don’t let any trend or 
tendency so alarm you that you end up 
with a severe case of mental-jitters.” 


Sad Case of Mr. Old-Timer 


Then there is the sad case of Mr. 
Old-Timer. He specialized in doctors. 
lawyers, and other professional groups 
His prospect list is shot. He calls at 
an office in the Medical Arts Building 
and sees five names on the door; three 
of these names have stars after them, 
indicating that they are serving with 
the armed forces. There before his 
eves are the statistics which prove to 
Mr. Old-Timer that his source of pros- 
pects is three-fifths evaporated and he, 
as a result, is five-fifths licked! 

To Mr. Old-Timer there is nothing | 
can say except this: “Listen mister, to- 
day is the day for optimists. Believe in 
your business and carry your message 
to those who have the need and the 
money to buy. There are millions of 


them. Throw away your old prospect 
file, build a new one. Change your 
working hours if necessary to get to 
the people who are really prospects.” 

I can tell you of a Washington Na- 
tional representative in one of the New 
England states who stands by the gate 
of a war plant and passes out circulars 
and business-reply cards to each man 
and woman who comes out. The cir- 
cular describes an A. & H. contract de- 
signed for war-workers and the reply 
card provides for day and hour for a 
requested appointment. Does he get 
leads? Yes sir! He is writing A. & H. 
all over the place. 

Another representative in an indus- 
trial community not far from Detroit 
has changed his work habits. Now he 
sleeps in the daytime and catches his 
prospects just before they go on the 
swing shift! Mrs. Agent may not like 
the arrangement any too well but so 
far she has registered no complaints 
regarding the extra commissions Mr 
Agent is earning. 





Curtis Survey 


(Continued from Page 5) 


an answer to this question, most of 
them said he provides information on 
changes in premiums, information about 
new policies or changes in coverage. 
Some said, “He helps me avoid policy 
lapse.” 

An overwhelming percentage of those 
interviewed prefer to do business with 
the agent or broker. Even if insurance 
policies could be bought over the counter 
in retail stores, 80% would prefer to 
buy their insurance through agents or 
brokers and 10% at these stores. And 
10% did not know what their procedure 
might be. 


Extent to Which Customer Is Pre-sold 


Thirty-eight per cent of the men in- 
terviewed said they customarily specify 
the company themselves. The comple- 
ment of this—62%—let the agent select 
the company. The men who claim they 
specify the company do it because they 
have more confidence in a reliable com- 
pany. They say also they prefer to 
rely on their own judgment. Those who 
let the agent select the company say 
they operate this way for the reason 
that they have confidence in the agent’s 
judgment. In addition, they say the 
agent knows best—it is his job, or that 





iccident and Sickness Insurance 








they trust the agent because he is a 
personal friend. 

Actually, a considerably larger per- 
centage of those who claim to specify 
the company know the name or names 
of the companies in which they have 
their insurance than do those who let 
the agent select the company. It is in- 
teresting to note by way of confirma- 
tion that a similar question asked nine 
years ago also of men, heads of fami- 
lies, resulted in an answer to the effect 
that 38.7% believed they selected the 
company. This is in comparison with 
the figure 38.2% obtained in this survey. 

Those Pre-sold on Insurance 

Forty-three per cent of the men in- 
terviewed believe they made the first 
move to buy fire insurance by getting 
in touch with an agent, on automobile 
insurance 35%, and on casualty insur- 
ance 22%. While this might smack of 
boasting on their part, yet there ap- 
pears to be some semblance of reason 
in the explanation given for what caused 
them to do this. The large majority 
said they were “sold” on insurance and 
felt the need for getting it. An addi- 
tional large number said they had 
bought a house, furniture, a car or ac- 
quired some other type of property and 
needed insurance to protect it, and then 
some of them said the agent was a per- 
sonal friend and they had no hesitancy 
in approaching him. 

In comparison with other industries, 
however, the per cent that seem to feel 
that they are pre-sold on fire, auto and 
casualty insurance is small. On a sur- 
vey made for the life insurance indus- 
trv in 1934, 48% explained how they had 
initiated the purchase of life insurance 
by getting in touch with an agent. Two 
years earlier, in 1932, in a comprehen- 
sive survey for the passenger car in- 
dustry, 77% of the men interviewed re 
ported that in the purchase of their 
present car some member of their fam 
ily took the initiative or first step by 
getting in touch with a dealer. 

Recommendations 

The foregoing survey results repre- 
sent a small sample of the actual cus- 
tomer opinions resulting from the sur- 
vey. There is much the customer does 
not know or understand about this field 
of insurance. He does not know the 
terms used to describe the product nor 
can he differentiate companies because 
of the close similarity in names. His 
basic need is education. Nomenclature 
of the product may need simplification. 

Fortunately, this lack of understand- 
ing, as manifested by your customers, is 


possible to correct. To effect this ob 
iective, the public—your market—should 
be kept under your microscope. Learn 


its needs, anticipate its wants, lead it, 
do not let it lead you. Above all re- 
frain from shyness or a feeling that it 


may be unethical to let your good work 
be known. 
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New “Or area C Agents Stimulated to Push Automobile 
seh inko ve cae Casualty Line; Hart’s Production ‘Tips 








The 1942 figures of the reinsurance companies on New York State business, as “Don’t let your present policyholders seemed to be the stumbling blocl:, Ge 
follows, are on a net basts the same as in prior years. : i 3 : é : 
drop their automobile casualty insurance them insured and when the day comes 
Earned Losses Legs until they have weighed carefully the that the conflict is over, you will fing 
Premiums _Incurred Ratio consequences of such action.” Such was that a lot of these people, having ex. 
a A ita the recommendation of John J. Hart, perienced the satisfaction that gocs hand 
Accident $5,859 $1,277 21.8 assistant secretary, compensation and in hand with protection, will stay with 
Health .... . 68 wees wees liability department of the Travelers, in you,” declared Mr. Hart. 
— gipeer'd raced nee wy speaking May 19 before the casualty Some timely production suggestions 
1er Aap y —J,J1) a, . 
a, Ceher. . 176 420 58°408 33 1 and fidelity sales congress at Kansas WET made by the speaker and they are 
Vv. ©. 1e1 0,420 28, Jd. a summarized as follows: 
Fidelity 220,905 42,474 19.2 City, Mo. Mr. Hart regarded as “very > ilies aaah os fled selfi 
Surety 254,207 12,498 49 significant” the fact that country-wide : a pd orey Ping se ag ss 
Plate Glass 109 ae eS bodily in} i eee ee 
Speco gan 81.101 24.476 30.1 — on auto bodily injury an -. protection. Tell him that claim costs have risen 
Cidasia Boiler f "909 “o4 lines last year showed a drop of less _ sizeably in the past year; that he is therefore 
Eng. & Mach 3,80. 35,633 936.9 than one-half of 1% compared with the ¢@frying an increased risk, even making alloy. 
Auto Prop. Damage 7,2: 12202 70.8 1941 volume of $452,881,000. He cred- 7¢¢ for @ reduction in accidents, 
Auto Collision a tase sees ited this result to (1) the safety re- 
Other Prop. Damage } 14,556 133.7 : (1) . 
Water Damage 7 eect ne 


Company 


2. Why not give greater consideration to 
sare P medical payments coverage which is an essential 
sponsibility law in New York State, part of a well-rounded auto casualty insurance 
which greatly stimulated the sale of auto program for an individual private car Owner? 
DGG cis osctroccdutinutinasditeotts $1,173,496 $310,599 26.4% casualty lines, and (2) the number of The day may come when it will be a part of the 

: : : basi y . Also, s 5 
car owners which have insured their ve- ?""° Coverage so, why not push the $509 


hicles ae é tl kj medical limit which costs little? 
Accident $37,809 $12,204 uicies for the first time, thus taking up 5 een cher ti we ce tee 


Health ; ; 6,105 3,292 the slack when previously insured cars  jndividual private car risks, Many business 
rth raat rama & Health : 31 see 509,040 tees were laid up or disposed of. concerns need hired car insurance; almost cer. 
uto Liability IIS dUY, tainly they need non-ownership auto liability 
. . oy - F i y 
General Liability 276,048 147,908 The Present Challenge coverage, because the exposure is present wheth. 
Workmen’s Compensation eee 95,097 The particular challenge in the auto- er it is hidden or obvious, 
oe po print mobile casualty picture at this time, in 4. Unquestionably aviation is destined after 
surety Ji, 3 ’ EL - 4 is i 
Mica tices Mr. Hart’s opinion, is that companies the war is over to play a more important part 
nets Nope : 11,625 and agents should be on their toes in ‘ham ever in the transportation of passengers 
sca! A a - | shiv ‘tonnage é and property. When the day arrives, you will 
- . Sova onic ers thoroughly educating car owners as 10 eh to tae advantage of the opening up of 
en gwd 170 646 9 Liél eee the need for the protection, especially another new insurance field. This seems to me 
0 ) +, be . . . ; 
’ : since very low premium rates prevail an added reason why you should pay particular 


\uto Collision 539 I “ . attention to the development of your automobile 
General Prop. Damage............eeeeeeeees 5,642 310 5.! and owners are financially fixed to pay 7°" oe teal : 
Oe Nee eo eh Cer neae Te Ty eee ES : : business, for it is logical to assume that the 


“vedi 2015 " ins ” "e ue » 
Credit 66,094 2,051 : for the wah Some car owners aviation field is going to find many of its best 
Totals “$1,789,138 1 $928 506 2] have appreciated the need for automo- customers in the group that now or will then 
OURS. cc vewPpevosecssesiecerevcecces pYZo,. : : P ‘ 
, bile casualty in the past but price ‘own automobiles. 
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European General Reinsurance 
Accident $271,507 $154,307 
Health 47,436 49,922 
Auto Liability 567,446 299,479 wey 
Other Liability 210,325 212,688 : 
Workmen’s Comp. 25,421 50,806 : KEEP THIS 
Fidelity 241,446 80,959 Fe Te 


Surety, 143,899 


sch “ie CREDIT INSURANCE FILE 


Machinery 








\uto Prop. 


Si eB ve a ai READY FOR ACTION 





Credit 98,556 

Water Damage 243 

Group Acc. and z: - 40,172 A 

19 650 r ride cers Wi ete sales 

Totals $2,012,650 $083,541 oe To provide brokers with complet : 

information about Credit Insurance, Ameri- 

By = aedpennmmns wuialasosnnes $3,155 can offers this new “file booklet”, a compre- 
ec1den De pad A . a 

\uto Liability 37,375 123,843 2 hensive explanation of fundamentals and 

Other Liability 16. 10,145 ; the reasons why many of your customers 


Workmen's Comp. 70,819 39,851 56.< . 
Fidelity 6.049 3'548 should buy this coverage. 
eee Th af bat 30) : Your clients who are manufacturers or 
Burglary and 50 we, b ne 
Steam Boiler : pee sfiee wholesalers may have a larger insurable ris 
Machinery tee tees in their accounts receivable than in any 
Sao Pee ret "128 100 ee other asset. Such unusual risk demands more 
than. ordinary protection. 


Totals $361,98 $190,96 : : 
buen — Write today for your copy of the Credit 








General Reinsurance Insurance “file booklet” . . . recommend tli 


Accident 99,668 91,144 . s 
ae $ ve coverage to those commercial customers 


Health 27,304 958 29 2 : : 
\uto Liability 239,372 118,219 lhe se who ship merchandise on credit. 

Other Liability 76,28¢ 91,039 Si y > ; : 

Workmen’s Comp. 78.2 370,096 72. AMERICAN \ American offers every assistance to brokers 


Fidelity 31,7 14,115 Pde from initial presentation to final proposition. 
Surety 022 24,043 . M creo INDEMNITY | ; tpi 

se Ata : prey: re | | . F, McFadden, PRESIDENT 
gi em 4 1000 20, \ WOLTZUVAE  ciRST NATIONAL BANK BLDG., Baltimor 
Machinery ‘ ae Sete a hsb dA 
—_ oat PAAR RO ss dics ce noes pcete perme as 862 276 a T5931 Meo 

uto omsi0n Jet 0 eee eeoe 
Other Prop. Damage < ; 20,192 — 50. “Gi t oO 
Credit 398 nwa drantees Paymen 


f Accounts Receivable @ 


$63,818 $787,039 *834% FRIES IN PRINCIPAL CITIES OF UNITED STATES AND CANADA 


* Does not include loss expense. ee 
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Country-wide Experience—Mutual Cos. 
(Continued from Page 12) 


Company 


Merchants Mutual ................... 


Mutua! Boiler of Boston............... 


Mutual CasuaHny cos coscce cece scenes 


National Grange Mutual............... 


N. Y. Printing & Bookbinding Mutual. 


Penna. Threshermen & Farmers’ Mu- 
ial COMMUNE, ois cs renee caconcnenees.¢ 


Public Service Mutual................. 


Security Mutual Casualty.............. 


Security Taxpayers Mutual (Including 


Bronx and Harlem Taxpayers). ... 


State Insurance Fund................. 


WtGe ACME, cic Adccce me cs ncs ae ctnns 


Utilities Mutual) oc. ccc. cc cee nsec sees 


Cal. Earned Losses Loss 
Year Premiums Incurred Ratio 
1938 3,173,327 1,610,447 50.7 
1939 3,428,950 1,588,322 46.3 
1940 3,838,582 1,896,676 49.4 
1941 3,802,847 1,775,302 46.7 
1942 4,677,030 2,101,245 34.0 
1938 769,510 103,339 13.4 
1939 789,914 90,663 11.5 
1940 903,483 111,564 12.3 
1941 1,203,891 173,366 14.4 
1942 1,675,828 209,734 12.5 
1938 125,719 56,817 45.2 
1939 153,085 83,396 54.5 
1940 139,274 80,062 57.5 
1941 183,747 77,064 41.9 
1942 208,478 119,089 57.1 
1938 1,437,070 578,753 40.3 
1939 1,566,834 598,303 38.2 
1940 1,616,004 661,304 40.9 
1941 1,804,083 686,787 38.1 
1942 2,209,960 579,770 26.2 
1938 344,874 157,711 45.7 
1939 339,667 193,328 56.9 
1940 352,815 187,319 53.1 
1941 378,266 220,749 58.4 
1942 433,753 290,385 66.9 
1942 3,319,268 1,561,293 47.0 
1938 734,773 322,472 43.9 
1939 768,524 377,115 49.1 
1940 1,242,935 580,913 46.8 
1941 1,594,102 640,591 40.2 
942 2,645,159 1,414,849 53.4 
1938 2,493,795 1,047,845 42.0 
1939 2,088,557 981,476 47.0 
1940 2,178,198 1,166,773 53.6 
1941 2,400,329 1,227,276 51.1 
1942 2,723,058 1,345,583 49.4 
1938 308,617 162,317 52.6 
1939 319,641 127,813 40.0 
1940 358,333 131,439 36.7 
1941 411,076 157,439 38.3 
1942 460,760 173,337 37.6 
1938 20,651,880 14,240,650 69.0 
1939 22,198,179 13,809,458 62.2 
1940 22,089,872 17,021,019 77.1 
1941 22,479,315 19,810,795 88.1 
1942 24,223,897 19,362,325 79.9 
1938 6,054,149 2,403,555 39.7 
1939 6,492,418 2,620,929 40.4 
1940 6,543,550 2,963,043 45.3 
1941 7,688,323" 3,791,699 49.3 
1942 9,528,121 3,775,798 39.6 
1938 1,057,689 482,952 45.7 
1939 1,013,686 423,117 41.7 
1940 948,050 571,519 60.3 
1941 878,757 375,099 42.7 
1942 812,430 382,872 47.1 





Benfield Article 


(Continued from Page 33) 


crowded with freight, presenting 
ater risks of loss and damage. 


have detailed the reasons for pres- 
increased claims losses in order to 


w that they are caused by conditions 
ond the control of the highway trans- 
‘ation companies themselves, who 
¢ proved beyond a doubt their own 


to reduce claims. And because 

conditions are war-caused, they 
cease to exist when, the war won, 
lar drivers and mechanics get back 
he job, new trucks are available and 
iment can keep pace with the need 
ransportation. 


\\ hen that time comes insurance com- 
ales will once more seek this lucrative 
tess. And the trucking companies 


udge them in large measure by their 
ide during these strenuous times. 


_trucking business has been built on 
‘rvice and on reciprocity. Truckmen 
: by each other and by their friends. 
irance companies that serve them 
’ will create good will of lasting 
ue. Stick with them now, even if it 
omes necessary to raise rates, and 
v will reciprocate in the future. 





CAN’T GET BY WITH “BALONEY” 

Probably there is no better aid to 
selling than a thorough knowledge of 
the product. Some of us are past mas- 
ters in the art of passing out the 
“baloney” but few of us can get by 
with it. In your own experience, you 
know that your largest premium income 
is derived from the line of insurance 
that you know best and you have no 
trouble finding prospects for that line— 
Henry Fisher, Fidelity Department, Con- 
tinental Casualty Co. 


UNFINISHED BUSINESS 

An unfinished task at the end of the 
day, some unfinished work at the end 
of the year, much unfinished business 
at the end of life—all of that time some 
unfinished business. Through life and 
until its very end this unfinished busi- 
ness is the constant companion of man.— 
H. W. Anderson, Assistant Superintend- 
ent of Agencies, the Travelers. 








The terms of life are hard but the 
terms of life and disabilify insurance 
are easy. There is no escape from the 
cost of disability. education, income for 
the family or retirement but the service 
you offer will enable your prospect to 
escape the hardship of facing these 
emergencies unprepared.—Bulletin of 
the Business Men’s Assurance Co. 











Royal Indemnity 


Company 


of New York 


Fr, J. O'NEILL, President 





A New York Stock Corporation 
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Why Not Let the Telephone Deliver 
Added Premium Volume for You? 


New York Producer Tells of Case Histories Pointing to Help- 
fulness of Phone Calls in These Wartime Busy Days; 
Seven Tips on Good Phone Manners 


By Mervin L. Lane 
The Lane Agency, New York, N. Y. 


On April 9, in the “Jest In Our Lane” 
column which appears in The Eastern 
Underwriter practically every week, we 
ran this item: 

“Some people are never satisfied. A 
Midwestern friend writes he has lost .his 
secretary. Breaking in a new girl, he says, 
means that for the next six months he 
will have to do the work for which he 
is paid.” 

Of course, this situation is not con- 
fined to the insurance field, but eee 
nation-wide, to business in general. Cas- 
ualty promotion men are worried. You 
see, they have heard that brokers and 
agents are finding themselves in a crowd- 
ed position, due to curtailment of per- 
sonnel in their own offices and those of 
their companies. Apparently the pro- 
motion men have the idea that brok- 
ers and agents have the “exclusive” on 
this. 

Be that as it may, the fact is that 1n 
surance men have to live with this situ- 
ation and carry on as best they can 
Naturally, due to the gasoline and rub- 
ber shortages, we are hit. This applies 
whether or not we use our cars for busi- 
For, if we do not, the shortages 
of these commodities affect us because 
the transportation facilities which we use 
are taxed beyond measure. Therefore, 
our traveling time is now more per mile. 


ness. 


Practical Case Histories 


over our “by-line” tells 
this story. I find the telephone is do- 
ing a job for me. And as I like to be 
practical, supposing I give you actual 
case histories instead of dealing in gen- 
eralities And I'll only give you the 

‘average” case. Oh, yes, I could tell you 
of a $16,000 inland marine premium | 
landed a long while back, through a 
telephone call. But how many of those 
can you or I get. So, instead of being 
concerned with “writing an article,” I’m 
simply going to thumb through a few 
recent cases which gave me a kick—and 
a profit—by using my telephone—>~4 
my bean. (After all, the telephone can’t 
do it alone!) 

Case No. 1. A metropolitan real estate 
concern whose business we handle, wrote 
us a few weeks ago, saying that they 
were dispensing with a prominent real 
estate firm who had been managing a 
particular property, and that hereafter 
they would collect their own rents and 
otherwise manage the building. I picked 
up the telephone and called the general 
manager of the corporation. “Who will 
actually collect the rents?” I asked. 
“Who will handle the checks or cash?” 
My man answered, “The superintendent, 
my secretary and myself.” 

You know what I was driving at. It 
didn’t take five minutes, and that day an 
anplication form for a blanket commer- 
cial bond for $10,000 was in the mail. 
The premium was only $90 but the tele- 
phone did the job for me. 

Case No 2. Rightfully, this should have 
been headed “1-A” but I don’t like to 
worry readers who are momentarily 
draft-minded. You see, this case was 
the result of the follow-up of Case No. 
1, for, when the bond was received from 
the company, it was mailed out with the 
bill. But T made a big memo for the 
next day, to telenhone the general man- 
ager, which T did. T said, “I’ve called 
you because I’ve been thinking about 
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It simply will not give you 
“How’s 


that bond. 
ALL the protection you want.” 
that?” he asked. 

So, I told him that if his superintend- 
ent had gone the rounds and had five 
or six hundred dollars on his person, 
and someone stopped him in the ele- 
vator or on a stairway, and took the 
money away from him at the point of 
a gun, the corporation would be the 
loser. This is because the loss would 
not result from any dishonest act on 
the part of an employe. “Gosh,” he 
said, “you better fix that up ... how 
much will it cost?” I said: “$22 a year 
for $1,000 limits inside and outside mes- 
senger for the same limit.” He said: 
“Send me the policy.” Chalk up another 
sale for my telephone. 


A Lady Cancelled Too Soon 


Case No. 3. A client cancelled a resi- 
dence liability policy with inservant en- 
dorsement, three years ago, when she 
moved to a hotel. “The maids who will 
clean our apartment from now on,” she 
said, “will be employes of the hotel, so 
I don’t need it.” Policy was cancelled. 
A month ago, she wrote us: “We have 
taken an apartment at 10000 Park Ave- 
nue, and I would ask you to please 
transfer our various policies so we are 
properly protected at the new address.” 
I called her immediately. “IT have your 
letter,” I said. “You remember how 
promptly we cancelled your liability pol- 
icy a few vears ago, when you moved 
to the hotel?” She remembered. “Well, 
I’m going to issue a new one for you, 
just as promptly. This one is a trifle 
more expensive than the old one. but it 
gives so much more protection, that the 
small additional cost is justified.” She 
simply thanked me—but I thanked my 
telephone. 

Case No. 4. T heard that a friend who 
had asked us to extend her auto nolicy 
to cover the interest of American Wom- 
en’s Voluntary Services, Inc., was driv- 
ing a truck for that organization. The 
information came to me in a casual sort 
of way, when her husband related some 
of the amusing experiences of his wife in 


client has time to answer. 


this work. Later, I made a note of this, 
and the following day telephoned the 
lady. “You know,” I said, “your auto 
insurance is not intended to cover your 
activities as a truck driver.” I ex- 
plained why and told her that the pol- 
icy could be endorsed so that she would 
have nothing to worry about, and that 
the cost would only be five or six dol- 
lars. She told me to go ahead. 

In this case, I think we might answer 
the skeptic who will say “Gosh, you could 
have written a letter and done the same 
job.” True, but it would take a long 
letter to do it, in the first place, and in 
the second place, by telephone you get 
your answer NOW and not when the 
The time it 
takes to dictate the letter is no less than 
it takes to tell the same story over the 
telephone. So, let’s credit the telephone 
with this small bit of business, eh? 


When a Doctor Tried to Cancel 
Phoning Did a Job 


Case No. 5. A doctor returned a bur- 
glary policy for cancellation. He wrote 
across the face of the policy, “We have 
put our silver and jewelry in the safe 
deposit box, and we don’t have $1,000 
worth of clothing in the apartment.” In 
1940, we might have journeyed uptown 
to his office about this. But, not in 1943. 
Phone call, that’s all. I explained that 
since he practiced from his apartment, 
he would be wise to keep at least $1,000 
under section “B”, for, aside from any- 
thing else, it would also protect a guest 
or natient who might lose a hat or coat 
while on the premises for a visit. Re- 
sult, instead of cancelling off a $45 pre- 
mium, we simply reduced it down to $24. 
Thank the telephone. 

Case No. 6. One of our friends carries 
an accident policy paying $50 weekly 
indemnity. This chap is in Wall Street, 
and of course. the recent active market 
has pulled all these boys out of the 
dumps. One day, after the close, I called 
this young man. I said: “Al, your acci- 
dent policy is being renewed. It seems 
silly for you to carry $50 weekly—such 
an inadequate amount. You could have 
$100 weekly for $66 a year, just double 
what you’re spending now—but it’s real- 
lv worth while making the change now.” 
All he said was: “Go ahead, kid.” And 
on the office score card, we credited the 
telephone with an “assist.” 

Case No. 7. In reviewing the insurance 


of one of our accounts, we felt that 
the fire policies on “contents” should be 
stepped up, and also that we should also 
increase the liability limits at the plan; 
These people are in a bad ren 1 from 
a travel standpoint, and so, a “te ‘ephone 
conference” was arranged, via ‘ie dial 
route. It took but three or fo r mip. 
utes, and $300 in additional pr-miyn, 
were added to our books. For, : ou see, 
when people believe in insurance, yoy 
rarely have to discuss the elenient of 
cost. And finally, both in this cise an 
in other cases: 

It seems the tendency to disciss cost 
is reduced when you discuss the<e mat- 
ters over the telephone. True, ‘here js 
a strong desire for brevity—bi t that 
goes for both ends of the wire—and 
still, this desire for brevity seems to 
aid in obtaining the desired results, 

The technique to be used in these 
talks with our clients would be entirely 
different, if these calls were made to 
total strangers. But, of course, the basic 
“technique” is the same, namely, to fol- 
low certain fixed rules which insure 
good telephone relations: 


Good Telephone Manners 


1. Speak distinctly, 
tional tone; don’t whisper. 
Don’t mumble. 

2. Listen attentively. This eliminates 
the annoyance of repetition and misu- 
derstandings. 

3. Smile when you talk. The tele- 
phone is like a mirror for it reflects 
your personality. 

4. Eliminate sound effects (the rust- 
ling of papers or the tapping of a pen- 
cil) for they can be distracting. 

5. Keep pencil and paper close at 
hand to avoid delay and error in mak- 
ing memos. 

6. If your man sounds “cold,” ask “Is 
it convenient to talk now?” Often it 
isn’t. You can call back later. 

7. Be ready to talk the minute the 
person called answers. Nothing can be 
more annoying to “the other fellow’ 
than to be told “just a minute” when 
conversation starts. 

These rules: are simply “good tele- 
phone manners” but it 1s just as im- 
eae that your “entrance” into the 
prospect’s office by telephone makes 4 
fine an impression as you would wart 
to make on a personal visit to the man’s 
office. 


in a conversa: 
Don’t shout, 





Insurance Women 
(Continued from Page 31) 


business and prompt settlement of losses, 
Mrs. Foster finds there is no trouble in 
making an appealing approach to clients. 
When a loss occurs, she represents the 
insured and company impartially. 

Mrs. Foster has the following whole- 
some advice for young girls in insurance 
offices who are tempted by temporary 
offers of more compensation in other 
fields: 

“The insurance field holds a wonder- 
ful opportunity for women today and 
the young girls who have left insurance 
offices to enter other lines in order to 
earn more money are throwing away 
experience which can never be regained. 
Conducting an insurance business is a 
responsibility and the office force must 
be reliable and intelligent. I am a char- 
ter member of the Insurance Women of 
New Jersey and when in attendance at 
the various meetings I often wonder if 
the young office worker can visualize 
the importance of her position to her 
employer; she must be ready, willing 
and able. We of the insurance world 
are not here to play, to dream, to drift; 
7 have hard work to do, and loads to 
it! 


BROWN-CROSBY CLUB ELECTS 

The Twenty-five Year Club of Brown, 
Crosby & Co., Inc., New York City, held 
its annual meeting last week. Nearly 
all the twenty-seven members were pres- 
ent. George C. Bartels was elected 
president, with James F. McCormack 
vice president and John Phillips secre- 
tary-treasurer. 





A. & H. Business Rises 
In Canada During Wartime 


S. C. Carroll, vice-president, Mutual 
Benefit Health & Accident Association, 
Omaha, points to the rise of accident 
and health insurance in Canada during 
wartime as a situation which should be 
encouraging to the salesman who feels 
that the war is taking all of his pros- 
pects. Following are the official figures 
on last year’s production by the five 
leading companies writing A. & H. bus- 
iness in Canada: 

1942 Net 

Premiums 
Mutual Benefit 
$1,632,967 $1,238,747 $394,221 

1,417,902 1,316,747 101,155 
. 1,165,420 914,112 251,328 
966,710 829,134 137,576 
839,374 699,428 139,946 


1941 Net 


Premiums _— [ncrease 


Continental 
Travelers 
London Life... 





Large Personal Liability Suit 
Against Iowa Mutual Liability 


Towa Mutual Liability is reportedly i”- 
volved in one of the largest personal in- 


jury lawsuits in many years in \Vasl- 
ington County, Minn. Charles S sal is 
suing owners of two cars for $25,:\() as 
the result of being crushed between them 
last winter. _He lost both legs. The 
suit is on for trial in the Washi gto” 
County court. 


PEDESTRIAN TRAFFIC SCHOOL 
Louisville is establishing a pede trian 
traffic school to bolster the polic: de 
partment drive against jaywalkers. Per 
sons given tickets will have their choice 
of paying a $1 fine or attendin the 
school, to be held Wednesday evenings: 


























21, 1943 










felt ' that 
SHould he 
bhi ld ic 











1 
: Plant, 
at) f 
fF l trom 
telephone 
le dial 
four Min- 
Premiums 
F; du see, 
an c you 
lei ent of 
5 Case ant 
SCUSS Cost 
he e mat- 
» Tere jg 
—but that 
WI! e—and 
SECMS to 
SUITS, 
In these 
entirely 
made to 
the basic 
Vv, to fol- 
h insure 
Irs 
-Onversa- 
1t shout, 
liminates 
1 misun- 
he tele- 
reflects 
he rust- 
a pen- 
close at 
in mak- 
ask “Ts 
)ften it 
ute the 
can by 
fellow" 
” when 
d tele- 
as im- { 
ito. the H 
kes a 
1 want 
» man’s 
“time 


Mutual 
iation, 
cident 
luring 
ild be 

feels 
pros- 
gures 
. fre 


_ bus- 





crease 


94,221 
01,155 
51,328 
37,576 
39,946 








— 





THE EASTERN UNDERWRITER —CASUALTY-SURETY SALESMANSHIP EDITION 










































AN OPEN LETTER 


To Insurance Brokers and Agents 


Anxious to 


BUILD PRESTIGE and PREMIUMS 


A friend and I were conversing on a train between 
New York and Boston and he put this question to 
me: “What are the stock casualty companies and 
their representatives doing to help the war effort?” 


“Plenty,” was the answer. “But there are few 
who realize how complete and dramatic is the story 
of our war contribution. It is a story which modesty 
has prevented us from broadcasting but the con- 
tribution of stock casualty insurance has been a 
major one. 


“How many buyers of insurance know that the 
National Conservation Bureau is maintained by stock 
casualty companies and performs great service in 
the field of industrial accident prevention, highway 
traffic education and control, and has re-oriented its 
facilities into usefulness by the Army, Navy, and other 
branches of operating government agencies. 


“To substantiate this point: Here are a few ex- 
amples of the National Conservation Bureau’s war 
service: 


1. “Army Driver Education including the pre- 
paration of a text book on the operation and 
maintenance of military motor vehicles under 
war conditions.” 


2. “Pre-induction Driver Education including 
an instruction manual for use in high schools 
and colleges.” 


3. “Active cooperation with the work of the 
National Bureau of Industrial Protection 
which body disseminates information to the 
government on conditions which might invite 


accidents, fire, and sabotage in industries 
carrying on war production.” 


4. ‘Maintenance of the Center for Safety Educa- 
tion in New York University whose activities 
have been streamlined so that for the duration 
it is concentrating on the conservation of man- 
power, materials and machines.” 


My friend interrupted to say: “That’s an amaz- 
ing story which should be widely broadcasted. But 
what are the individual companies and their agents 
and brokers doing?” 


I told him that in 1942 the MASSACHUSETTS 
BONDING AND INSURANCE COMPANY and other 
progressive stock casualty and surety companies, 
members of the Association of Casualty and Surety 
Executives, spent approximately $14,000,000 in en- 
gineering and inspection work in addition to the 
work they did collectively in keeping American 
industry moving forward at full speed and without 
interruption in spite of sudden and unforeseen finan- 
cial set-backs and dislocations resulting from acci- 
dents, delays, frauds, forgeries, defaleations—hazards 
to which all businesses are vulnerable. Furthermore, 
the agents and brokers are well in the picture as 
insurance advisors, and insurance engineers are 
doing a magnificent job in accident prevention and 
engineering. 


“Tell this story far and wide,” said my friend. 
I will, will you? If you do, your prestige as 
an agent or broker will be enhanced and your 
cooperation will bring nearer the day of victory. 


"eit ing 


Executive Vice-President 


MASSACHUSETTS BONDING AND INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
























































CONTINENTAL CASUALTY CO. 
Through adequate service in 
safety engineering has made 


a real contribution to the 





cause of 
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